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eA sain, this month 


INTERNATIONAL carries 


On May 2, another INTERNATIONAL advertisement in The Saturday 


YES right! Here you see 

the second advertisement 
of the great national campaign 
sponsored by the International 
Silver Company—driving 
home the idea that “‘people see 
you reflected in your silver” — 
selling adequate, modern silver. 
An advertisement with a strik- 
ing appeal that will reach more 
than three million men and 
women. 

This campaign will make 
people realize, as never before, 
the importance of adequate, 
modern silverware—how it can 
help the wife, the husband, the 
children. This campaign will 
bring the silver dollars into 
your store—divert them from 
competing merchandise. It will 
speed up the turnover in your 
silverware department—in- 
crease your sales. 

Now is the time to tie up 
with it—and profit. 


INTERNATIONAL 
SILVER COMPANY 


General Offices 
Meriden, Connecticut 


© I. S. CO. 1931 
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NE of these days .. . maybe to- 
O morrow ... maybe next week 
+++ you'll want to bring an important 
guest home for dinner. And when you 
telephone, what will she say? 

As every wife knows, there just 
isn’t such a thing as a “casual” home 
dinner when there's a guest. How could 
it be casual, when it’s an index to 
your standard of living... to her 
ability as a hostess... to your standing 
in business and social life? 

And the difference between a gracious 
“Why, of course, bring him right out,” and 
a hesitant “Well. if you’ve already invited 
him,” may be the lack of correct silver. For 
she knows that “people see you reflected in pn San > Fob ol 
your silver.” 
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ng eee: INTERNATIONAL WM. ROGERS & SON 
STERLING SILVERPLATE 
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Just before the big presses are run, the 

editor gets his stone proofs. He has three 

JV BUSINESS pencils, one blue, one green and one red. He 
OPINION _ checks every editorial page in blue for Busi- 

ness Opinion, in green for Buying Facts and 

BUYING in red for Sales Energy. If the book balances 

Vv opinion one part, statement of fact three 
FACTS parts and sales energy six parts, then it is a 
well-balanced book and ready for the run. 

SELLING You as a subscriber may check, double check 
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vey ENERGY and triple check with one pencil and see for 
yourself if the new jewelers’ Circular clicks 
as an energetic co-partner in your store. 
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New Times— 


New Ways 


N OT only a new year, but a new era in busi- 
ness is before us. Ways that were good in the 


past will not necessarily be good in the future. 


New leaders will be born —and some names 


forgotten. 


J. R. Wood is prepared for the great change 
and welcomes it. J. R. Wood is a great and 
honored name in the jewelry trade. But new 
achievement will be necessary to keep that 


name at the top. 

















New Impulses in 
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Pusep your mind open and 
your inventories clear.” This was the wise counsel given the business- 
men of this country in a national broadcast, March 2, by Merle Thorpe, 
Editor of Nation’s Business, who warned his audience that this business 
world is a world of change; that no business from retailing to logging 
is immune from the disturbing effects of change and competition and 
that no matter how strong your business organization may be, you must 
realize “that a more efficient competitor is building to take your place.” 
Competition thrives without rest or respite; it is ruled by no clocks; it 
takes no vacation and the businessman can ignore these elementary facts 
only at his peril. 

In no industry is change more evident today than in the jewelry trade 
and this is due to the new attitude of the American people toward life. 
This new state of mind affects not only their method of living and 
their social relations, but affects even more strongly the things that they 
buy and consume. Its expression, said Mr. Thorpe, is labeled “the 
American tempo,” which means, according to Earnest Elmo Calkins, 
“that new ways, new things, new ideas are eagerly spread and assimi- 
lated and that a semblance at least of that smartness and sophistication 
which were the prerogative of the privileged few is now demanded by 
virtually all.” 


This has meant not only a new class of customers for our industry, 
but a demand for a new class of merchandise, as well. It has created 
the opportunity for business to the man who, by giving credit, can 
cater to the new desires of people not wealthy but who require what 
wealth alone formerly gave. 

The change has upset the jewelry business as based on traditions of 
olden times, but it has also given an opportunity to those willing to 
break their traditions and study the new demand. It is an opportunity 
for the man who wishes to carry what his customers want instead of 
what, in the past, he has felt they ought to buy. 


Pesiniece must be synchronized 
with the pace of today if it is to keep the pace of tomorrow. 
But the jeweler must realize that his change of attitude toward 1931 
old things does not mean deterioration in standards of MERI 
either merchandise or conduct. Nor does it mean that he can 
properly do his job in serving his customers without that tech- * 
nical knowledge that the public has always required in one of as 
his calling. To be successful, he must be a merchant in all that = 

* 
. 


the name implies today and a jeweler in all the requirements 
that tradition of his industry imposes. 


While the fundamentals of his education as a jeweler have 
not changed, the requirements of his education as a merchant 
have changed. Even when his merchandising appeal stresses 
the old arguments based on reputation and on quality and 
perfection of workmanship, it must be couched not in archaic 
forms or terms used in the past, but must be broadcast on the 


wave length of 1931. 
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TODAY AND NOW - 


_— today is good 
or bad; it depends entirely on your basis of comparison. 
If you choose to contrast your volume and profit of 1930 
with the best year you ever experienced, the comparison 
may be discouraging; if you compare 1930 with an aver- 
age of years its showing is not bad, and compared with 
your leaner periods it is apt to be very encouraging—and 
if it isn’t, then look out! Perhaps it is not general condi- 
tions ; maybe it is you that is slumping. 

The question then largely resolves to one of a personal 
viewpoint. You are privileged to believe whatever you 
may; and you can find absolute proof to back your 
opinion. In other words, your business religion is your 
own, you conceive it, you govern your actions by it, and 
your profits increase or decrease over a period of years 
largely in accordance with the wisdom of your thinking. 
But bear this one indisputable fact in mind: If your 
business is not satisfactory it is not necessarily because 
general business is experiencing a temporary attack of 
the pip. General economic conditions are fundamentally 
sound; while you and your store may be headed straight 
to the business dumping ground. 

Today and now, is the time for us all to stop and 
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analyze our own position. Are you an economical factor 
in the business set-up? Are you rendering a real service 
to your customers and community? Are you a modern 
merchant? Are you doing your best to educate yourself 
to better methods? Are you pointed toward success or— 
are you a business coward, allowing yourself to shed 
copious tears and to spread profuse babble of—“business 
depression” about which you are only partially informed ? 


l; you would alibi 
your failure on general conditions, you owe it to yourself, 
first, to stop a moment for a personal inventory; for if 
you don’t, general conditions will improve and continue 
the broad upward advance, and leave you and your busi- 
ness to slide down the hill of uninformed despair into the 
pit of obsolescence. 

The statistics of business failures tend to indicate that 
the majority of business men are usually wrong. Past 
records further show that the foundations of a great num- 
ber of successful businesses were laid in times that the 
majority considered unfavorable. It may be entirely true 
that certain great business enterprises have carefully and 
thoroughly analyzed the entire economic condition; that 
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ANALYZE YOUR POSITION 


by 
SILAS B. REAGAN 


they have researched ac- 
curately, advertised wise- 
ly, and _ merchandised 
intelligently, and have 
still shown a decrease in 
volume and profits. But 
if you dare to compare 
your decrease with their 
decrease, you may be re- 
grettably surprised. 

It may be entirely 
true that there is not 
enough purchasing pow- 
er to make every busi- 
ness profitable; but it 
does not follow that 
there is not ample pur- 
chasing power to make 
your individual business 
profitable. Let us not sit 
back in contentment and ease, and glorify in the conceit 
that when times are right, we will get our share. Let us 
arouse, think hard, work hard, advertise and merchandise 
aggressively enough TO BE SURE THAT WE GET OUR 
SHARE. 





(hein stores and mail order 
houses fail to recognize your individual brand on any 
consumer dollar. With all their might of finance, brains 
and research they have organized, systematized, adver- 
tised and merchandised to win over your customers. Your 
greatest assets are individual initiative, personal contact, 
and intimate knowledge of your particular community. 
With these assets, you can win and assure your business 
success. But unlike money in a savings account, these as- 
sets do not produce if you let them lie idle. When you 
let them rest they deteriorate and decay; when you use 
them they expand and grow strong. Prove to yourself 
and to your customers that you possess such assets by 
conducting your business on sound, aggressive, modern 
methods. 

You may ask, how can I conduct my business on such 
methods when I know nothing of them? The correct 
answer is that you can’t; but this answer is qualified. If 
you want to find out about these methods and how to 
apply them to your store, you CAN. All you have to do 
is to state your problem and address an inquiry to this 
or any other business paper worthy of the name, or get 
the vast amount of information the United States Bureau 
of Domestic Commerce has prepared for you. You have 
already paid taxes for this information, and you owe it 
to yourself to use it in the conduct of your business. 
The business paper will consider it a favor to be able 
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ASK YOURSELF THESE QUESTIONS. THEY MAY LEAD 
TO IMPROVED BUSINESS AND BETTER PROFITS. 


Are you an economical factor in the business 
set-up? 


Are you rendering a real service to your customers 
and community? 


Are you a modern merchant? 
Are you educating yourself to better methods? 
Are you pointed toward success? 


Are you a business coward, allowing yourself to 
shed copious tears and spread profuse babble of 
“business depression” about which you are only 
partially informed? 


This self business diagnosis will enable you to discover 
some inefficiencies that can be easily corrected. 








to give you other sources of reference. They are anxious 
to do everything in their power to help you prosper and 
succeed. Why? Because their success, as well as the 
success of the wholesale distributor and manufacturer is 
dependent on your ability to increase the prestige of your 
store as a greater outlet for merchandise. 

Collectively speaking, the retail jewelers of this country 
are not selling sufficient quantities of merchandise. The 
manufacturers have millions of dollars invested in build- 
ings, machinery and equipment. They have thousands of 
employees dependent on them for their daily bread and 
butter. To operate successfully and keep these people 
employed they must have outlets for merchandise that 
can assure them of a satisfactory volume. They want to 
distribute through the independent retail jeweler because 
it is the tested, safest, and easiest way. 


W. have the consumer's 


preference in his buying habits on many classes of mer- 
chandise. But we must fight for his business if we are 
to hold it, because buying habits are subject to change. 
We have allowed drug stores to take the alarm clock 
business; we have permitted department stores to lead 
the way in costume jewelry and silver plated flatware 
sales; and we are playing second fiddle to the haber- 
dashery stores in the sale of men’s jewelry. Heavy in- 
roads have been made on our volume by numerous com- 
petitors. We must not sit back passively, and refuse 
to fight. We must be strong enough to take these blows 
on the chin, and still have enough pep and energy to come 
back and give sock for sock. 

















Jewels Preferred 


For the young daughter 
we select the carved 
pendant and lapis ele- 
phants mounted on a 
thin gold chain. 























By Madame 


The débutante chooses an 
all diamond scarf pin with 
centered carved emeralds. 
This clip may break to two 
clips. The pin and bagette 
wrist watch are the only 
ornaments used. 


The youthful matron is ex- 
quisitely tailored and selects 
as an accent a more feminine 
necklace, bracelet and finger 
ring of turquoise and filigree 
gold 
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by Smart Women 




















Hamilton Jeffries 
Unusual women choose 
portant pieces to gratify and 
possess. Perfection of stones 


and exquisite design are deftly 


Because of the left sided hat expressed 
brim the clips are worn on 
the right side, balanced by 
the double stone ring on the 
left hand. A marquise dia- 
mond centres the necklace 


Three zircons, filigree gold 
and seed pearl clusters, ex- 
press this feminine type. The 
bracelet of jade and filigree 
gold is more sophisticated in 
its character 
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HOW TO MAKE YOUR 
~ WINDOWS MORE 
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W. Bayard Okie, Jr., display man- 
ager for Marcus & Co., Inc., Fifth " 
Avenue, New York, has made an WW Bp sah (Uyio 
exhaustive study of decoration, "| 
lighting and display with its appli- 
cation to jewelry store windows. 
In this article complete details in 
preparing attractive Easter win- 
dows with unusual effects are 
given. Mr. Okie is responsible for 
many original and startling display 
effects, being among the first to 
show the use of the jewels with 
other merchandise. 
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LASTER 
BEAUTIFUL 


Your windows can be silent selling units 
for Easter gifts if they are carefully 
planned to attract the passerby, Make 
an appeal for the Easter dollar spent for 
gifts through the use of intelligent and 
striking window displays. 


4d 
The first thing 


to be considered in planning a window display for a time- 
ly event is the significance of jewelry in that event,” says 
W. Bayard Okie, Jr., display manager for Marcus & Co., 
Inc., Fifth Avenue, New York. ‘What is the popular- 
ized conception of jewelry for the holiday to be cele- 
brated ?” 

“At Eastertime,” he continues, “a new hat is foremost 
in the mind of the woman who buys. Just as gifts are 
the essential during the Christmas season, at Easter the 
jeweler must stress personal adornment. Today more 
than ever, precious and semi-precious stones are being 
worn on hats in the form of clips and pins. ‘To use this 
vogue in his window display the jeweler should go to his 
local milliner and secure the smartest, newest hat he has 
in stock. Make this hat the center of the display, show- 
ing the use of a jeweled pin or clip. Then, on either side 
of the center of attraction, small platforms should exhibit 
other pins and clips varying in style and application. 





Presenting the use of the merchandise 


e in an effective window group arranged 
o by Mr. Okie, the many uses of the clip 


being graphically illustrated. 
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A news item becomes the centerpiece of an 
ies exquisite window display, skillfully executed 
with an orchid that emphasizes the luxuri- 
ousness of jewels. Fresh flowers always, is 
v the advice of this authority on window 

decoration. 


“The background of the window at this season should 
be expressive of the coming of spring; the spirit of Easter. 
This appeal may be built up by the tasteful display of 
lilies. In this way a double demand for the window- 
shopper’s attention is made. The purely commercial ap- 
peal of the hat and jewels is softened by the basic emotion 
of Easter, symbolized in the lilies. 


Sieh and flowers 
are always effective but use flowers expressing an atmos- 
phere of luxury such as camellias, gardenias and on rare 
and important occasions, orchids. The association of ex- 
pensive flowers with jewelry is just as great as the asso- 
ciation of jewels and sables: furs, orchids, jewels and 
Rolls Royces all go together. The great advantage of 
using flowers is in their softening influence. Many jewel- 
ry stores have a cold, masculine atmosphere and flowers 
make them attractive to the woman. However, it is to 
be remembered that they are a very appreciable expense 
and the jeweler must, through a knowledge of his clien- 
tele, decide whether they are a wise investment for him. 
At any rate, no flowers at all are 100 per cent better than 
artificial flowers. 

“Two thirds of the people who pass by a jewelry store 
are those that live or are employed in the neighborhood, 
walking that way every day. After seeing the jeweler’s 
display once or twice they take it as a matter of course 
and scarcely notice his window. ‘The only way to coun- 
teract this natural apathy as far as your window is con- 
cerned is to show something they don’t expect to see. 
People are astonished to see a pair of women’s shoes in 
a jeweler’s window, and yet this is an excellent way to 
show the use of precious and semi-precious stones in a shoe 
ornament, such as the buckle or the popular jeweled clips. 

(Turn to page 97) 








The aristocracy of fine silver and fresh 
flowers creates buying desire in this 
window display 


dd 
Lenouly set tables 


are the merchant’s best method of telling his customers 
what they need,” says William H. Wright, manager of 
Galt & Bro., Washington, D. C., a store in its 130th 
year of service to patrons in the capital. 

“Tt’s impossible,” declared Mr. Wright, “to say to a 
customer, ‘Madame, your silver is out of date, you need 
such and such articles.’ If you do, she may agree with 
you and buy what she needs, but not from you. We 
have found that people of wealth from the households 





Showing silver on tables gives it the most natural 
and effective background 





Selling Silver in “Uncle 
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of Washington’s many embassies, from the halls of 
Congress, and even from the White House, are as inter- 
ested as the government clerks in a beautifully set table. 

“And the right way to set a table, as exemplified in a 
good store, calls attention by itself to what may be the 
wrong way in the customer’s home, either as regards table 
etiquette or modern style.” 

Partly as the result of his efforts to cooperate with the 
Sterling Silversmiths Guild in its campaign lasting many 
months in this city, Mr. Wright began the practice in 
his store of keeping four tables completely set for various 
occasions. On these, in addition to having his beautiful 
displays, he often has occasion to demonstrate just how 
any particular tableware will look. 


M.. Wright is of the opinion 


that the jewelry stores of the country are very slow to 
respond to modern salesmanship and he predicts that 
within the next 10 years there will be a complete change 
of the displays in jewelry stores. He believes, for in- 
stance, that toilet silver in the future will be shown on 
dressing tables and actual models will be used for dis- 
playing various kinds of jewelry. 

The use of pictures showing set tables and various 
other wares in newspaper and magazine advertisements 
is another thing on which Mr. Wright seems to be com- 
pletely “sold.” These are some of the ways in which the 
Guild campaign have helped him, he says. While, of 
course, these ideas have been in his mind for some time, 
Mr. Wright has now seen them in actual operation 
through his cooperation with the Guild plan. 

Some of the accompanying pictures show the set tables 
in the Galt establishment. In this connection Mr. 
Wright says: “The attention they attracted was proof 
sufficient of the advantages of showing silver in a more 


THE JEWELERS’ CIRCULAR 
for April, 1931 











Sam's” Home Town 


attractive manner, and | am of the opinion that this is 
only the beginning of improved methods of display.” 


The table display inside 
showed matched silver. “Showing silver in this 
manner,” said Mr. Wright, “is giving it its 
natural and most effective background, and the 
results attained from this display, both in direct 
business and the attention attracted, have been 
so satisfactory that we plan to use the table as a 
permanent method of displaying table silver.” 
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‘A properly set table is an object lesson for every woman,” 
says William H. Wright, Galt & Bro., Washington, D. C. 


Set a table for her and 
she willbuy more 
Sterling Silver 






















Feeling that the 
problem of price dif- 
ferential in cash versus 
credit selling is one of 
vital interest to the 
trade, THE JEWELERS’ 
CIRCULAR has secured 
the definite experi- 
ences of two retail 
jewelers who have been 
able to solve this prob- 
lem for themselves, and 
who now offer their 
solutions in this article. 


» wee is probably 


a greater dissimilarity of opinion in the matter of a price 
differential between cash and instalment selling than in 
any other controversial problem that comes under the 
heading of merchandising policy. Statistics, opinions and 
personal experiences by the score have been cited by 
various partisans in this trade-wide dispute and although 
no general solution has been arrived at, the discussion 
of both sides of the question has certainly led to a greater 
understanding of the situation. 

The case for the cash jeweler is summed up in a 
statement made by Phineas Peters, chairman of the Ex- 
ecutive Board of Retail Jewelers Associations of New 
York, who asserts that “the large mark-up on some na- 
tionally advertised goods permits the instalment jeweler 
to make.a fair profit despite his increased overhead caused 
by the maintenance of a credit department, bad accounts 
and collection expenses, etc. At the same time the cash 
jeweler is supposed to sell at the nationally advertised 
price and so can offer no inducement to his customers to 
buy for cash. His only alternative is to cut the price 
of the article down to a par with the selling price of his 
other merchandise, which price is set according to his 
cost of doing business. This reduction the manufactur- 
ers of nationally advertised merchandise will not con- 
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SOLVING 


Here is the problem of a price differential between 
cash and credit selling as solved by Harry Kohn, of 
the Gabriel Jewelry Co., Mobile, Ala. He says: “It 
is our personal opinion that the public do not want 
something for nothing. When they purchase on credit 
they have common sense enough to know that there 
must be some difference between that and cash, 
and if the price is the same, then either the cash 
price is too high or the credit price is too low.” 






sent to, offering the cash jeweler no relief whatsoever.” 

The instalment jeweler’s point of view is ably ex- 
pressed by Jules Glaser, president of the Associated Credit 
Jewelers of New York, Inc., who says that “it is through 
the efforts and progressive merchandising policy of credit 
jewelers that jewelry has grown in the consciousness of 
the buying public. The instalment jeweler’s overhead 
is in many cases no greater than that of the cash jeweler, 
and his small losses are more than covered by the large 
volume of sales which he enjoys. A carrying charge 
would create more sales resistance where there is too 
much already.” 


_ of the virtues 
or insufficiencies of either of these two arguments now 
being advanced, the fact remains that the problem does 
exist. The policy to be followed by the jeweler 
depends in large part upon his location, clientele and 
competition, and the application of a tentative plan has 
in some cases proved extremely satisfactory. The fol- 
lowing are statements by jewelers in which are explained 
the methods used and their practical application. 

Harry Kohn of the Gabriel Jewelery Co., Mobile, 
Ala., gives us his solution: 
“We are strictly a one price house and all our goods 
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CASH-CREDIT SELLING 


Phineas Peters, of M. G. Peters, Brooklyn, N. Y., 
affirms that the cash jeweler is at a disadvantage 
because he is supposed to “sell at the nationally 
advertised price, and so, can offer no inducement 
to his customers to buy for cash.” Jules Glaser, 
credit jeweler, Jules- Wallace & Co., Inc., New York, 
asserts that “it is through the efforts and progressive 
merchandising policy of credit jewelers that jewelry 
has grown in the consciousness of the buying public.” 


are marked in plain figures, which is the cash or open 
charge price. On our deferred payment plan we add 
three per cent to the price, which three per cent, however, 
is deducted if the account is paid in full within ninety 
days. 

“We have found this plan works very satisfactorily as 
the customer paying cash feels that they are paying the 
correct price and the ones buying on credit feel that they 
are being treated very fairly. Occasionally a customer 
will say, This is your credit price. What is your cash 
price? and after explaining that that is our cash price and 
there is a small additional amount added for credit it 
satisfies them. We believe that this plan instills con- 
fidence in the customer, and we also know that quite a 
number have paid cash whereas if the price had been the 
same cash or credit they would have bought on credit. 


These is another credit jewelry 
store here which advertises the same price cash or 
credit. It is possible that we may have lost some sales 
on this account, but if so, we have no recollection of any. 

“Tt is our personal opinion that the public does not 
want something for nothing. When they purchase on 
credit, they have common sense enough to know that 
there must be some difference between that and cash, 
and if the price is the same then either the cash price is 
too high or the credit price is too low. No one expects 
a bank to charge the same amount of interest on a loan 
of one week that it would for a loan of four months.” 

Jerome B. Wiss, of Wiss Sons, Inc., Newark, N. J., 
offers this direct merchandising experience: 

“For some time we had realized that there was a 
definite place in the fine jewelry store for a dignified, 
restricted type of credit selling. In 1929 we inaugurated 
our monthly payment plan for the purchase of articles 
selling at $50 or more. The plan received a gratifying 
reception, and what is more, probably 75 per cent of the 
business we have done on the credit basis is truly new 
business. Our plan is advertised as follows: 


“The Wiss Plan makes possible convenient pur- 
chasing, simply by making moderate monthly pay- 
ments out of income. ‘This plan is open to you for 
the purchase of any article in our store priced at $50 
or more. Your account is arranged on the following 
terms: 20 per cent for a first payment, plus a small 
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maintenance charge, with a period of months to pay 
the balance in equal monthly payments. 

“An example of how the Wiss Monthly Payment 
Plan works with $100 purchase: 


20 per cent First Payment............ $20.00 

Maintenance Charge % of | per cent per 
month on balance (in advance)...... 4.00 

10 Monthly Payments, each........... 8.00 


‘“‘We experienced not a single unpleasant reaction as 
a result of this innovation and were gratified to see many 
of our regular open charge accounts take up the credit 
plan. We have had no difficulty with our old customers 
in obtaining the carrying charge, and although this charge 
does not quite cover the additional expense incurred, we 
are amply compensated by volume of sales.” 


The wide diversity 


of opinion as to the proper means of solving this problem 
was especially manifest at the last convention of the 
American National Retail Jewelers’ Association, held last 
September in New York, when the intimate troubles of 
the retail jeweler were discussed at length by members 
from all sections of the United States. This may be 
taken as an indication that the shortest path to relief is 
through individual experimentation. The policy to be 
followed by the jeweler depends, in large part, upon his 
location, clientele and competition, and the application 
of a tentative plan has in some cases proved extremely 
satisfactory. 

What plan are you using? Write the JEWELERS’ Cir- 
CULAR and tell your fellow jewelers what you think about 
this problem, and if you have solved it, how it has been 
done. 








Heed these “Don'ts” 


7 times of stress, the business 
world is flooded with lists of 
“commandments” from various 
sources— “commandments” and 
“don'ts” relating to business ethics, 
to sales practices, and on other lines, 
until today such suggestions create 
resistance rather than approval. How- 
ever, in the “ten commandments” for 
businessmen struggling with depres- 
sion suggested in a radio talk last 
month by Dr. Julius Klein, the As- 
sistant Secretary of Commerce, there 
are some at least that the jeweler can 
take to heart with advantage to him- 
self and his organization. Among 
these are: 


“Don’t blame the depression 
for everything which has marred 
the tranquility of the economic 
scene. 

“Don’t compare ‘peaks’ with 
‘slumps.’ 

“Don’t cut loose from asso- 
ciated activities in business. 

“Don’t ignore the amazing 
power of the new technology. 

“Don’t cut marketing 
search. 

“Don’t overlook the perils of 
obsolete equipment. 

“Don’t be stampeded by un- 
founded rumors.” 


Another-of Dr. Kleiri’s don’ts that 
should be heeded particularly “by 
manufacturers is: “Don’t fall into the 
perils of the mass préduction mania. 
Quantity operations are by no means 
assurance of quantity profits.” 


re- 





“Solid Gold” is no Quality 
Mark 


HE retail jeweler will do him- 

self, his customers, and his in- 
dustry a service if he will do all in 
his power to discourage the use of the 
term “solid gold” as an expression 
of quality and insist that gold articles 
which he sells be stamped with the 
karat quality of the metal and be 








ACROSS THE 


described to his customers in this way. 


It is true that “solid gold” in the 
minds of most jewelers means gold 
of 10 karat (gold that will stand the 
acid test) though some feel that 
“solid gold” should mean 24 karat 
and others feel that it only describes 
the consistency of the metal, i.e., 
“solid” opposed to “hollow,” “filled” 
or “plated.” As a matter of fact, most 
states have no laws specifically men- 
tioning “solid gold,” though in Penn- 
sylvania it is defined as gold of 10 
karat or better. 

It is reported that certain people 
are endeavoring to get manufacturers 
to make for them articles of eight 
karat gold or less and stamp them 
“solid gold” in the belief that they 
or their customers will not be success- 
fully prosecuted for the use of the 
term. The same logic that might 
permit eight karat gold to be stamped 
“solid gold” will permit two karat 
gold to be similarly marked. 


_ 


f Some Reasons WHY 
Retailers Oppose ANY 
Form of SALES TAX 


It will increase the cost of 
living to the consumer. 


It is regressive in effect. 


It makes the retailer a tax 
‘collector for the State. | 


It encourages purchasing 
from outside the State. 


It places home manufactur- 
ers at.an unfair disadvan- 
tage with manufacturers 
of other States. 


It keeps industries out of a 
State: 


It is a tax on consumption. 

It is not based on ability to 
Pay. ~ 

It encourages extravagance 
in State spending. 


It is a tax based on volume 
and not on profit. 


It is distinctively class legis- 

















lation. 
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Here lies a danger to the industry 
that everyone should do his part to 
avoid. The best way to prevent the 
trouble is to stop the use of “solid 
gold” as a quality mark and teach the 
public it has no meaning as such. In 
this every jeweler can do his part. 


Uniform Laws Covering 
Repairs 

NCALLED for repairs continue 
U to be a subject of vital interest to 
every jeweler, from the smallest vil- 
lage merchants to the largest firms of 
the metropolitan centers. For these 
repairs accumulate as years go on and 
the jeweler who gets rid of them 
without properly protecting himself 
under the law, often has to defend 
himself against claims for ridiculous 
amounts, when the missing owner 
finally turns up. ‘Though jewelers 
have a lien on the objects repaired, 
under the general laws of the state, 
it is sometimes hard to comply with 
the details of the general lien laws 
and it is for this reason that special 
legislation has been enacted in favor 
of the jewelers in a number of states 
of the Union. It is to these laws our 
merchants turn for relief when re- 
pairs have been sold. 

Jewelers’ lien laws, however, are 
not in force in all states nor are all 
the lien laws uniform; some of them 
impose conditions for enforcement 
that others do not, conditions which 
cause unnecessary trouble and delay. 
It is for this reason that a movement 
has been started to obtain a uniform 
jewelers’ lien law of the most favor- 
able character and have this intro- 
duced in every state legislature. ‘The 
news that the officers of the American 
National Retail Jewelers’ Association 
are to back this movement and urge 
state associations to fight for the leg- 
islation will be hailed with pleasure 
by the trade. According: to the re- 
ports, the proposed uniform law is apt 
to be based on one of the first statutes 
obtained by the trade, i.e. that passed 
by New York State in 1914. 


THE JEWELERS’ CIRCULAR 
for April, 1931 











EDITOR'S DESK 





Drop in Diamond Imports 
in 1930 


HAT imports of diamonds dur- 

ing 1930 decreased in proportion 
to the drop in distribution here, is 
manifest from the figures now avail- 
able. They show total diamond im- 
portations for the 12 months of $28,- 
908,495, of which the rough or uncut 
stones amounted to $5,640,789, and 
the cut, $23,267,706. 

It will be seen from the above that 
diamond imports for 1930 were the 
lowest that have been recorded for 
any year since 1921 (when the total 
reached $28,595,754) and were about 
50 per cent below the average yearly 
imports since that time. Considerable 
of the decrease was due naturally to 
the tariff fight. For from the be- 
ginning of the year until the present 
Tariff Bill with its reduction of 10 
per cent went into effect, there were 
no imports of gems beyond those ab- 
solutely necessary, importers waiting 
for the reduction of duty. But the 
drop in gem imports which became 
manifest in the later months of the 
year was due entirely to the decrease 
in buying power of the American 
public as well as to the: fact that 
diamond cutting had been curtailed 
on the other side, and that the finer 
stones had grown scarcer and scarcer. 

Taking everything into considera- 
tion, however, it is fortunate that the 
imports were curtailed during the 
year as it has prevented stocks in the 
hands of importers and cutters here 
from being unusually heavy at the 
present time. Perhaps consolation can 
also be had in a study of past statis- 
tics which showed that the year 1921 
(the year in which comparison can 
properly be made with the last 12 
months), was followed by a revival 
in the diamond business that brought 
the importations up to normal in 1922 
and that the imports increased stead- 
ily for the next eight or nine years. 
However, such revival has not yet 
begun, as January imports of dia- 
monds amounted to but $887,888. 
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Business That Blooms in the Spring 





Is It to Be “Yellow” Gold 


or “Natural’’ Gold? 


ROM reports in all sections, it is 

apparent that there is steady in- 
creasing popularity of articles made 
in yellow gold though its progress is 
slow. There is as yet no strong call 
for general lines of mountings that 
will supersede those of white gold and 
platinum, and, in fact, for diamond 
jewelry, it looks as if settings in 
the color of platinum (or may we 
say now, the platinum metals), have 
a solid place in the favor of the pub- 
lic. But the call for some jewelry 
in gold colors is distinctly apparent 
and if it develops on broader lines it 
will prove popular with a large num- 
ber of the jewelers themselves. 
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With this has come a question of 
nomenclature. Some dealers refer to 
this merchandise with a special name 
for the gold finish used; others speak 
generally of “yellow” gold, still oth- 
ers refer to these lines as “natural” 
gold. Many manufacturers seem to 
prefer the word “natural” gold in 
designating the gold products of a 
hue that is familiar to the past gen- 
eration as this includes the bright 
yellow of virgin gold and the normal 
colors of 10, 14 and 18 karat alloys. 

The question is a small one, but is 
deemed important in advertising and 
sales promotion literature. What does 
the retail jeweler prefer to use— 
“vellow,” “natural,” or any other 
term? Our columns are open to those 
who care to express an opinion on 
this subject. 








"PROFITS COME FROM 


The Old Veteran paused 


a bit before answering Don Patty’s pointed question. 

“So you want to know what one phase of the jewelry 
business has the most vital bearing on the final profits,” 
he said with his characteristic drawl. 

“Some jewelers say it’s service, others price, volume, 
advertising, prestige, windows or what not,” he went on. 
“They don’t agree a bit, and each one pays particular 
attention to things he believes most important. Which is 
natural.” 

Don Patty, the jeweler, looked up again from the in- 
voice he was checking. ‘Where do you say profits come 
from?” he asked. 

“Old stock, Don, old stock! Nowhere else!” 
Old Veteran declared emphatically. 

Patty laughed. “Only last week you told me old stock 
caused all the losses; now you say it produces all the 
profits !”’ 

“Sounds funny, eh? Well, you’re right—both times! 
I'll admit I’m getting to be an old fogy, but here’s an 
old fogy’s definition of what profit really is: 


The 


“Profit is that part of the receipts which 
does not have to be given to someone else. 


“Now let’s you and me do some elementary arithmetic. 
I see you have an invoice there for $300, ten rings at 
$30 each. 

“Just for argument’s sake we'll suppose you price those 
rings $50 apiece and sell one this morning. How much 
profit would you make on it? Certainly not the whole 
$20.” 

“No,” Patty replied. “I presume the more likely 
answer is that since we usually make a net profit of four 
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or five per cent the profit on that individual $50 sale 
would be $2.50 or less.” 

The Old Veteran shook his head. ‘“That’s still wrong, 
though any accountant could prove it to be correct—from 
an accounting standpoint. But from a strictly merchan- 
dising angle the answer is—you made nothing. 

“Here’s just an old fogy’s idea, Don, but think a 
minute. The instant that shipment arrives you owe the 
manufacturer $300, which must be paid no matter what 
happens. 

“Therefore the first six rings you sell at $50 each can- 
not possibly do more than futnish the money to pay that 
bill. So there’s no profit yet. 

“Then, no matter how much you wish it otherwise, 
the $150 brought in by the seventh, eighth and ninth 
sales must go toward expenses. You can’t avoid them. 
They’ve got to be paid week by week and month by 
month—regardless. 

“By no stretch of imagination can anyone say that you 
can keep for yourself one single cent out of the proceeds 
of the first nine rings sold. So there’s no profit yet, 
and only one ring left. 

“Consequently, considering this shipment as one unit, 
it is easy to see that only from the last ring can you get 
any real profit, any money that you can put in your 
pants’ pocket and say, “That’s mine.’ ” 

Patty interrupted the Old Veteran’s speech. ‘Accord- 
ing to that at least nine-tenths of all my hard work is 
done merely to take in money for someone else, the man- 
ufacturer, the landlord, the salesmen, the porter, the 
newspaper—” 

“Right you are, Don. And the more you think of your 
business in that light the more clearly you will see it’s your 
moral duty to get enough for your merchandise to make 
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sure, absolutely sure, there will be something left over 
for yourself. 

“But I’m getting off my subject. What I’m driving 
at is this: Profit exists only in the last few items of any 
lot. You can’t keep books on that basis but your whole 
plan of merchandising should revolve around that fact. 

“Let me go over this again, using one month’s total 
receipts as a basis rather than one single invoice. Sup- 
pose last month’s invoices amounted to $5,800 and you 
marked a total retail price of $10,000, the diamonds 
watches, silverware, everything. 

“Disregard everything else in the store and consider 
that month’s receipts as one unit. The first $5,800 sales 
of these goods pay those invoices, or rather, they replenish 
the capital already used to pay them. The next $3,700 
or so must go for expenses, and absolutely the only source 





Suppose one month’s merchandise receipts total 
$5,800 at cost, or $10,000 at retail. 

How much profit is made on the first $100 sale? 

Considering that month’s receipts as one unit, 
the answer is—‘‘nothing!” 


The “first” must go to the 


manufacturers ....... $ 5,800 ( 58%) 
The “next” must go for 
re 3,700 ( 37%) 


Only the “last” may be 
kept as profit........ 


500 ( 5%) 


$10,000 100% 


Profit exists only in the last items sold. 
Why? Because “profit is that part of the receipts 
which does not have to be given to someone else.” 
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An intelligent check on old stock results if all 
merchandise is month-lettered when received, one 
month A, next month B, then C, etc. 

At inventory each item should be listed according 
to age, as shown above. 


Says Old Veteran 


of profit is in the /ast $500 worth of goods. 
only in the /ast items of any lot.” 

“Now I get you, Old Vet,” Patty exclaimed. “You've 
been talking percentages but using rings and watches to 
make me see the point. The cost of merchandise sold is 
around 58 per cent, expenses 37 per cent, total 95 per 
cent. ‘These must be paid first. The profit comes last.” 

“Exactly! Now let’s carry the idea a little farther. In 
a general way the last items left over from the receipts 
of this month, that month and the other month, con- 
stitute the store’s ‘old stock.’ So, Don Patty, believe it 
or not, your profit comes from your old stock, nowhere 
else!” 

“If that be true,” laughed Patty, “then I’m rich, for 
I have plenty of old stock.” 

“In answer to that wise crack I’ll remind you of this 
old, old rule: There is no profit till the goods are sold. 
What goods? Why, the old goods, of course, as I have 
just shown. 

“The old goods are all profit. Their cost and selling 
expense has been paid long ago by the first sales out of 
their various units. That’s the old fogy idea I’m trying 
to drive into your modern brain. 

“Every day’s profit can be measured, not by that day’s 
receipts, but by the amount of ‘last items’ or ‘old goods’ 
sold that day. 

“It’s perfectly true that selling new merchandise is the 
backbone of every successful jeweler’s business. It is 
equally indisputable that the jeweler who sells nothing 
but new goods makes no profit and cannot long survive. 

“Of course you realize every store has ‘old stock’ if 
by ‘old stock’ is meant the ‘last items’ sold of every 
month’s receipts. The progressive store sells its ‘last 


(Turn to page 79) 


Profit exists 
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EASTER WELCOMES NEW 


Odd pin combining dia- 
monds and rubies to 
be worn with sports or 
daytime neck scarfs. 








Al shapes and sizes 


of pins to pull scarf ends through and a new sports ex- 
pression of sports collarettes. 

The quick acceptance of the tailored silk dress with 
loose neck scarf and the unlined woolen or silk coat of 
contrasting color will cause many new motifs in neck 
bands and scarf confiners. Paris has already anticipated 
these pins or jeweled loops and is fashioning them of 
small red stones and marcasite which is set in platinum 
to complement the dark blue dress with figured red blouse. 

Angular, yet of the romantic theme, these pins which 
resemble the shoulder pins of the last two seasons, em- 
ploy two color combinations, such as blue and gray, blue 
and white and blue and topaz. Ox blood coral and 
turquoise are also being exploited for spring lines. In 
popular priced numbers pierced metals and crystals are 
selling freely and excellent reproductions of precious 
jewelry are creeping into popular priced merchandise. 

Jewelry has changed its theme song in better grades. 
The vogue for modernistic themes is gradually giving 
way to the romantic expression or floral motifs. 

The traditions of the French Court are being followed 
in garments and design, and America, while slow to ac- 
cept the new adaptation of the Empire and Victorian 
Periods, is now eager to plunge into the era reproduction 
of lace and fabric. 

With this background, the American woman, already 
sensitive to the ensemble idea, resets her precious stone 
jewelry. Naive as it may be, many women still cling to 


Sports bracelet to be 
worn over the pull on 
glove. 
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the modified modernistic characters, but the smartest 
women are wearing real jewelry with their tailored or 
popular sports woolen dress ensembles. 

Bangled bracelets, which started last season, are now 
being bought in volume. Children’s jewelry is creating 
a more conscious notice than heretofore. “The draped 
strands in pastel and strong colorings are shown in popu- 
lar grades with the emphasis on coral imitation. How- 
ever, in the fine jewelry, coral will not equal the popu- 
larity of precious combinations. 

Because of the dominance of all shades of blue this 
spring, it is anticipated that in fashion jewelry, the 
sapphire and lapis will be the vogue, while all manner of 
blues in dyed onyx or galalith, which can be dyed to per- 
fection, will be shown in popular priced merchandise. 

Green, which is outstanding, will be featured in 
pistachio, asparagus and other citrous greens, down to the 
deep greens. Here we have emeralds and the spinach 
jade, with gold combinations for those who may 
afford them, and the imitations in turquoise as well as 
the real. Again dyed onyx and compositions will register 
in popular grades where there is also a call for green 
turquoise imitations. 


Rea and white in sports 
jewelry, also blue and white in the dark and light tones 
of blue, suitable for the navy shades so popular in the 
advanced clothing for town and daytime wear will be 
popular. 

With this new floral expression in garmentry, the 
settings and rondelles change from hitherto modernistic 
to small cup-like motifs, which divide the beads. Copies 
of flower stamens and pistils are used decoratively as 
links. 

Open flowers in carved coral or jade are finding a 
market on Fifth Avenue. Clasps resembling acorns and 
fir cones or open flower buds are new. Many times tiny 
stones are set in the flower centers. 

Roses and lily motifs seem to be more popular for neck 


A pin set with diamonds, 

rubies and topazes, to be 

worn with the fashionable 
grey tones. 
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FLORENCE J. FELTON 


chains, while pansies and open flowers are used in shoe 
buckles and chain clasps. 


oo new dress vogue 
of the soft scarf about the neck used as a finish for the 
collarless coat demands odd scarf pins of unusual design. 
Large, long, oval-like designs through which the scarf 
may be pulled are the newest note in jewelry. Because 


Multi strand necklaces 
are most popular in 
two or three color com- 
binations. 





of this vogue, clips, but of an entirely different expres- 
sion, will again be the salable daytime pieces. 

Belts seem to have come to stay. Many suits in the 
southern wear are using the dyed belt buckle to finish off 
the flannel tailored skirt. White and off white will be 
worn but it is anticipated that because of the colored felt 
hats, jackets and gloves, jewelry will pretty well 
match, combine, or contrast. The white prystal buckle 
is also worn on washable plaids. 

In fine jewelry, colored stones register bigger than last 
season. It is anticipated that the vogue among the smart 
set of wearing real stones with spectator wear will con- 
tinue even on a larger scale. Crystal is also shown for 
deflection of color depths and worn to soften vivid dress 
effects. 

Gold seems to be a splendid background for the pastel 
and strong colorings for summer spectator wear. ‘The 
uses of creamy pastel colors in popular priced jewelry will 
make gold more popular in cheaper grades. 

In the popular priced motifs, one finds many geometric 
designs which blend in with the spirit of the clothing, 
with which these pieces will be worn. In men’s rings and, 
in fact, in most of the men’s jewelry, one finds geometric 
designs are very popular. The employment of diagonals 
and harness motifs in ring designs are causing new interest 
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and many interesting achievements are shown in men’s 
jewelry. 

Watch attachments are assuming new themes. The 
changing of link proportions and the building of woven 
and braided bandings are new and most attractive. 

For the man who prefers open or square designs, there 
is a graduated step design with a graduated column 
through the center. Also a new sports link which re- 
sembles the stirrup as regards proportion. 

Many square stones are being used in men’s rings, the 
size being studied as regards suitability for general ac- 
ceptance. So many men found the necktie confiner in whip 
designs practical as well as decorative that new motifs 
are in the studios of the volume designers. 

Many smart and acceptable themes are now being 
shown in popular priced and volume production. In fact, 
design and jewelry expression become more universally 
the same regardless of the price of materials employed. 

The Textile Color Card Association of America has 
placed great stress on the use of pastel colorings this sea- 
son and the dressmakers and suit designers have cooperated 
to the extent that every little frock has its contrasting 
and blending jacket. Plaid materials are worn with blue 
reds or navy blues. 


Te sandal motifs 
in shoe designs are important for wearing with the chiffon 
frock for afternoon. Hence the designer of jewelry must 
take his theme from the Watteau period of shepherdess 
vogue of the French Court and the gypsy sports themes. 

Knowing that soft lingerie effects, lace bow knots of 
ribbons and Dresden patterns are coming through in 
dresses, while hats are once more using colored ribbons 
and floral details, the designer of necklaces must be most 
careful to interpret the same thought in the jewelry which 
complements these modes. 


Here are longer strands in 
jade and crystal. Sets of s 
bracelets clips and necklace 
are popular in Paris for day- 
time wear. 

















Make your news- 

paper advertis- 

ing ring with the 
spirit of Easter giv- 
ing. Feature religious 
jewelry, fine diamond 
pieces, dainty gem 
set watches and 
choice bits of silver- 
ware. Give costume 
jewelry a place. It 
will help build sales. 


The keynote of 

April selling ef- 

fort should be 
style. Springtime is 
style time. People 
are looking for new 
things and are in a 
mood to buy new 
offerings. Keep this 
in mind throughout 
your Spring selling 
campaign. 








Step into April 
determined to 
make it a big 
selling month. Next 
Sunday is Easter. Be 
ready with a window 
display of fine 
jewelry and appro- 
priate advertising 
copy featuring 
jeweled Easter gifts 
for young and old. 














Feature costume 
9 jewelry today by 

linking it up 
with the latest trend 
in dress fashions. An 
appropriate window 
display will bring in 
new customers and 
build prestige for 
your store. 


Start the 
] week with a 

drive for 
more electric clock 
business. Here is a 
big sales opportunity 
that should be culti- 
vated. A house-to- 
house canvass has 
proved successful in 
other communities. 
Why not try it? 
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A special an- 
nouncement of 
Easter gifts to 
your mailing list to- 
day. Keep up your 
newspaper appeal. 
Center attention on 
your store as head- 
quarters for Easter 
shoppers. Make your 
window displays in- 
vite them in. 


The diamond is 

the April birth- 

stone. Start the 
new week by featur- 
ing this fact in your 
newspaper and direct 
mail advertising, in 
planning your win- 
dow displays and in 
your selling oppor- 
tunities. 


Keep the 
10 idea of buy- 


ing new sil- 
verware patterns be- 
fore the public. Show 
the latest designs in 
your window displays 
today and call atten- 
tion in your advertis- 
ing to the changes in 
the style trend. 


Follow up the 
14 clock selling 

campaign 
with some well illus- 
trated newspaper ad- 
vertising and a per- 
sonal letter to your 
mailing list. Show 
some of the latest 
products in window 
displays. Feature 
stvle and accuracy. 
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S 
April Selling 


other flowering 

plants should be 
in place when the 
store is opened. Use 
them in window dis- 
plays and about the 
store. A table of 
Easter gifts at popu- 
lar prices will attract 
many. 


3 Easter lilies and 


Follow up your 

Monday’s adver- 

tising with a spe- 
cial diamond birth- 
stone window dis- 
play. Show a neat 
card giving facts 
about the mining and 
cutting of diamonds, 
photographs of the 
diamond mines and 
figures on imports. 


Bring spring- 
l | time into 

your store 
windows and interior 
decorations. Times 
have changed and 
people have changed 
with the times. The 
jeweler must attune 
his business and his 
selling campaign to 
the modern scale. 


Spring opens 
l 5 a new path to 

profits for the 
gift department. Cen- 
ter public attention 
on timely offerings 
for Springtime use. 
Give fine glass and 
china a place in your 
window displays to- 
day. 
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Suggestions 


Are you de- 
l 6 voting enough 

attention to 
your watch sales? 
April is diamond 
month. Sales of beau- 
tiful diamond 
studded wrist 
watches for dress 
wear and more sturdy 
ones for sports spell 
profits. Feature them. 


Don’t lose 
2() sight of the 

style appeal 
in your April mer- 
chandising campaign. 
It is the greatest 
power in selling. 
Start the week by 
featuring new 
watches, chains, rings, 
lighters, knives and 
other gifts for men. 


After the re- 
24, strictive ar- 

tivities of 
Lent many weddings 
are celebrated. Each 
wedding in your sell- 
ing area is an oppor- 
tunity. Keep after 
this business. A card 
index and appropri- 
ate direct mail adver- 
tising will build sales. 


Fine station- 
283 ery and gold 

and silver 
pens and pencils ap- 
peal to young folk. 
Show a window dis- 
play and include 
fountain pens, desk 
sets, etc. Call atten- 
tion to monogram 
and nam» engraved 
stationery. 
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Start a week- 
l a end sale of 

old stock. 
Price tables will help 
and a window de- 
voted to a sales stunt 
with an hourly price 
reduction on the arti- 
cles displayed will 
attract public atten- 
tion. 


Silverware for 
y. Spring wed- 

ding gifts is 
always appropriate 
and a steady source 
of profit. Keep the 
public aware of the 
fact that your store 
offers a choice selec- 
tion of new patterns 
in both sterling and 
plated ware. 


Every week 
ya end offers a 

new sales op- 
portunity. As_ the 
season becomes 
warmer flower bowls 
and vases are in 
greater demand. Of- 
fer some specials to- 
day in silver and 
glassware and use a 
window display. 


y, Keep the pub- 


lic aware of 

your repair 
department service. 
Advertise it today 
and link up your ad- 
vertising with a suit- 
able window display 
of watches. Include 
watch attachments in 
your display. 


Ww & 
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Continue 
18 your clear- 

ance sale on 
Saturday and back it 
up with some judi- 
cious newspaper ad- 
vertising and a spe- 
cial letter to reach 
your mailing list 
on Friday. Feature 
quality merchandise 
at attractive prices. 


Are you get- 
9 9) ting your 

share of 
profits from the sale 
of watch attach- 
ments? Some jewelers 
are selling more at- 
tachments by display- 
ing them near the 
watch repair bench. 
A window display 
will help. 





Plan your 
yi selling cam- 


paign today. 


Feature costume 
jewelry, leather and 
mesh bags, and let 
the style appeal help 
you sell. A carefully 
arranged window dis- 
play will invite more 
customers into your 
store. 


















A fine line of 
o 3 perfumes of- 

fers an op- 
portunity for in- 
creased profits. Send 
out a carefully pre- 
pared letter today to 
a selected mailing 
list. Make your store 
headquarters for dis- 
criminating buyers. 





Always keep 
97 the young 

folk in mind 
in planning your sell- 
ing. Start the week 
with a window dis- 
play of gifts for boys 
and girls in their 
teens. Invite them to 
visit your store. 

















Customers make purchases at Partner’s in pleasing 


surroundings and at their leisure. 





Sol Partner of Partner Jewelry, Inc., Dayton, 
Ohio, uses advanced principles of salesmanship 
in selling diamonds. Customers are not per- 
mitted to drift to a decision but are intelligently 
influenced. Appreciation of the gem as a 
valued possession is Partner’s principal appeal. 
Price and size are always secondary in the 
sales presentation. 
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Diamonds are 
Partner's 


4d 
That's a nice little watch 
you have. With it you ought to have a good band,” said 
Sol Partner of Partner Jewelry, Inc., Dayton, Ohio, as 
he admired a wrist watch a woman had brought in for 
repairs. : 

Then the jeweler asked her where she had purchased 
it. And in reply she gave the name of another shop. 

Mr. Partner still admired the watch, thus paying a 
compliment to the judgment of the customer. Before 
she had left, he sold her a platinum and diamond band, 
and an emerald ring. ‘The watch itself was set with 
emeralds and the transaction involved several hundred 
dollars. 

“T never talk price,” said Mr. Partner, in discussing 
his selling methods. “I try to get the customer to see 
that he is buying a fine diamond and I bring out that he 
must consider color and cut above everything else. I sell 
him on the quality of the diamond. First I turn him from 
thinking in terms of carats, and show him that quality 
of the gem is the essential thing. 

“The most frequent diamond customer is the young 
man who is buying an engagement ring for his sweet- 
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old at 
—Not Bought 


heart. He will usually say merely that he wants to buy 
a diamond, and won’t mention the price he is willing to 
pay. Now, the first thing I do is to try to find out just 
how much he will spend. 

“Of course, this cannot be done directly. I usually 
take the customer into a private room and explain that | 
might bring in some diamonds costing $2,000 or $3,000, 
if he would like to see them. And he will reply, ‘What 
do you think I am, the bank of England?’ Then he will 
perhaps tell me that he wants to pay around $100 or $200. 


dd 
The fact that | have 


mentioned the higher priced diamonds, however, has 
flattered him, and put him in a good mood. I try then 
not to show him rings that are too expensive, but I long 
ago learned that you cannot judge how much a person 
has to spend by the way he is dressed. 

“When I bring the diamonds in and show them, I ex 
plain the importance of quality, cutting and brilliance. | 
point out to him the beauty of the ring and assure him 

(Turn to page 81) 
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This view of part of the store reflects a homelike 
and inviting atmosphere. 





A corner view of the exhibit at the Hotel Van 
Cleve, which was arranged by Partner Jewelry, 
Inc., and shown during the week of Nov. 10, 
1930, with satisfactory results, as a means of 
advertising the business to the public. No 
merchandise was offered for sale. 








HOW OTHERS 





Putting in a side line 
of lilies for Easter, the management of the retail jewelry 
store of Foster’s, jewelers at Dorrance and Middle 
Streets, Providence, R. I., advertised as follows in the 
daily press: 


Why Are We Selling Lilies? 


“We want to focus attention on Foster’s—Jewelers 
and on our 25 per cent discount sale in effect through- 
out this month. We know of no better way than to 
make available something you really want at an ex- 
ceptionally low price. We will not make a penny of 
profit, but we hope to make friends who will bring 
their gift problems to us at some future time. Frankly, 
a selfish motive, but one of definite advantage to you, 
now. One plant to a customer.” 

The plants were disposed of at 27 cents per bud or 
bloom, which was several cents less than was being 
charged elsewhere. Several hundred plants were sold, 
while the regular store sales were considerably accel- 
erated. 


Pie many jewelers show 
their disappointment when a “shopper” walks out with 
some “lame excuse” after failing to make a purchase? 
William P. Walsh of Bush & Walsh, retail jewelers of 
Passaic, N. J., went shopping recently for an automobile. 
He visited several showrooms and walked out of each 
after giving one excuse or another. In each place, he 
says, he felt the reaction of disappointment. But one 
dealer, after showing his line and failing to make the 
sale, told the jeweler that he could shop around, look 
over all makes, but he felt confident that after careful 
comparison he would return for his make of car. And 
as the jeweler was walking out, presented him with a 
booklet which gave all the details of the car. 

Thinking this over Mr. Walsh decided to adopt the 
same plan in his Passaic store with the result that shop- 
pers are not made to feel that they have offended by 
taking up the salesman’s time. They are presented with 
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These are practical days. Ideas that will 
move goods for somebody else may move 
goods for you. Try some of these—the 
best of the month selected by our field 
editor following his recent trip into every 
state in the Union. 


booklets and told to examine them at their leisure for 
possible suggestions in future needs. Mr. Walsh says: 
“All jewelers invite the people to come in and look 





over their lines, but when people do and fail to buy 
they get sore and show it, losing perhaps forever that per- 
son’s patronage. Keep them in good humor.” 


ar Massachusetts jewelers 
and clock makers have started to use the telephone for 
calling up their friends and customers, and also strangers, 
to ask them if their clocks are keeping time correctly, 
or how long since the time pieces have been cleaned and 
repaired, and if they have any old family jewelry that 





might be modernized, if their diamonds need cleaning, 
or if they have a good supply of table silver, and so on 
according to the way in which the conversation may 
progress. 

Now this means of gathering in trade by telephone is 
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PROFIT 


IN Springtime + «. 


not new. But there is something in that one question— 
“Ts the clock keeping time?” It opens an opportunity to 
suggest the purchase of electric clocks and enterprising 
jewelers are cashing in on this simple plan to build busi- 
ness for their clock department as well as other linens. 


dd 

easter generally pay 
too little attention to their advertising,” says George F. 
Smith, of W. J. Heins, Inc., Knoxville, Tenn. “With na- 
tional advertisers using such large, attention compelling 
ads, the small advertiser is making a mistake when he does 
not give considerable attention to this important side of his 
business. We are constantly in search of catchy adver- 
tising lay-outs, and scan every dealer help offered by man- 
ufacturers. Not all dealer helps are practicable, but some 
of them can be used as is, and, in the case of advertising 





mats, others can be changed to suit. Occasionally we 
have a newspaper cut made of an attractive piece of 
jewelry. 

“Our window space is another thing that we never 
neglect. We use display helps, and are not stingy when 
we see display materials that we think will fit in and 
help the appearance of our windows. We use a few 
neatly written cards, but not many. The most popular 
idea of the kind that we have used is a small card bearing 
the words “Why girls leave home.” This card is put right 
next to a box containing a solitaire and a wedding ring. 


Vio Paul, manager 
of Wiss Sons, Inc., Newark, N. J., has a little idea that 
he worked out to increase sales of wrist watch bands. The 
display cases containing the mesh and link bands were 
moved to the watch repair counter and when wrist 
watches with leather or satin band straps were presented 
for repair it was an easy matter to present the newer 
line of bands and explain their superiority and appear- 
ance. Sales of bands for wrist watches increased. 
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8B 
Harry R. 
Field Editor 


y 
Terhune, 





_ Friday night 
at 8.15 the Kay Jewelry Co., Boston, Mass., has been 
on the air on station WNAC with a very unusual pro- 
gram. This program offered a birthday reading to all 
listeners who sent in their names and addresses to the 


store. During the 15-minute period the talk was wholly 
on astrology. This is based on questions mailed to the 
house. No mames are used, as all references are as 


M.O’N., Cambridge. 

All who sent their names in received a birthday read- 
ing. A letter from the store accompanied this, one part 
of which is reproduced: ‘““We have opened a charge ac- 
count for you which we hope you will use. Naturally 
we are interested in a check up on our radio broadcasting. 
With this in view we will allow you $2 on any purchase 
of $15 or over, upon presentation of this letter.” 








The store built up a good list of prospects, together 
with the dates of their births. Two days before the birth- 
day the family receives a letter from the house which 
calls attention to the event and suggests a gift. 
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FACT QOQUTRUNS FICTION 
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| j ALARM CLOCK SALES ARE FALLING 

é OFF IN GEORGETOWN, BRITISH GUIANA. 
THE COLONIAL GOVERNMENT HAS 
REINSTITUTED ITS PRACTICE OF 
FIRING OFFA CANNON AT § A.M. 
AND 9 P.M. ,wHICH FORMERLY HAD 
BEEN DISCONTINUED FOR 
ECONOMICAL REASONS. 


THE DIAMONO( BIRTH - 
STONE FOR APRIL) 
SOMETIMES CONTAINS 
TINY CAVITIES EITHER 
EMPTY OR FILLED WITH 
LIQUID. SUCH A GEM ON 
BEING EXPOSED To 
HEAT, MAY BURST INTO 
FRAGMENTS. THIS 
CAN OCCUR TVEN AFTER 
THE STONE HAS BEEN SET. 





THE FAMOUS DOGES OF 
VENICE WERE THE 
PRINCIPAL CHARACTERS IN 
AN ANNUAL WEDDING 
CEREMONY WHEN THEY 
| | ESPOUSED THE ADRIATIC 
BY CASTING ARING (INTO 


SITS WATERS. 











ONE OF THE MEMBERS OF THE ROYAL HOUSE - 
HOLD IN SIAM IS THE OWNER OFA DIAMOND OF 
& % CARATS WHICH DISPLAYS ALTERNATE BLACK 
AND WHITE FACETS. IN CUTTING THIS STONE, WHICH 
WAS ORIGINALLY OF A JET BLACK HUE, IT WAS 
DISCOVERED THAT THE BLACK TINT WAS ONLY 
SUPERFICIAL , THE BODY OF THE STONE BEING 
WHITE, THIS WAS TAKEN ADVANTAGE OF BY 
 & ae LEAVING SOME OF THE NATURAL BLACIC 
“3 ~t FACES ON THE CRYSTAL. 


art, 


DO YOU KNOW OF ANY UNUSUAL FACTS OF INTEREST ABOUT JEWELS AND JEWELRY ? IF SO, SEND THEM TO THE JEWELERS CIRCULAR 
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Tetechrion 











tein & agen \ompany 


enovice Distributors of 


Telechron...self-starting, syn- 
chronous electric clocks and 
Revere...chime-strike clocks. 


Stein & Ellbogen Company 


55 East Washington Street . . . Chicago 


Stock the complete line 
for immediate shipment 
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Aprils Gem Is the Diamond 


The clpril girl has a brave defense, 
The Diamond guards her innocence. 


W hether this be true 
or not, we leave it to the poet to defend his position, but 
the fact that the diamond is the authentic stone for April 
is generally accepted in this country and our list contain- 
ing it is based on the birthstone list of the Poles and most 
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Outline of Properly Cut Diamond 
From “Diamonds,” by F. B. Wade. 

of the lists used in the 18th and 19th centuries. The old 
birthstone lists of the Jews, the Romans, the Arabians 
and some others gave the sapphire, but this stone now 
seems to be generally accepted in the United States as 
the gem of September. 

According to an ancient tradition, the diamond was 
the emblem of fearlessness. It was supposed to be gov- 
erned by the sign of Taurus, as was the ruby, and among 
the gems of nations, it has been known as the gem of 
England. 

The diamond, although it may not always be the most 
valuable of precious stones, unquestionably exceeds all 
others in interest, importance and general worthiness, ac- 
cording to Bauer. Its place is unique at the head of gems 
for many reasons. It is the hardest of all gems, standing 
at 10 in Moh’s scale. It is distinguished from all other 
precious stones by its physical characteristics, and is the 
only gem that consists of a single element. It is pure 
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Zodiacal Sign—Taurus (The Bull) 
Significance—Innocence and Victory over enemies 
Associated Flowers—Daisy, Dandelion 

Especially suitable for all jewelry. 


crystallized carbon and is identical chemically with the 
material of graphite and charcoal. 

The diamond has a specific gravity of 3.5 to 3.6 and a 
refractive index of 2.42. 


S important is the 
diamond to the jewelry trade that all the members of 
our industry are interested in all facts connected with 
the gem from the earliest time, whether it be in regard to 
the mining, cutting, or marketing, or other phases of the 





Rough Diamond Crystals from South Africa 


subject. So several works have been published on the 
diamond alone, and every work on precious stones gives 
a large proportion of its pages to the subject of diamonds. 


Among the special works on diamonds should be men- 
tioned ““The Diamond,” by W. R. Cattelle, published by 
the John Lane Co.; “Diamonds—A Study of the Factors 
that Govern Their Value,” by Frank B. Wade, published 
by G. P. Putnam’s Sons; “Diamonds,” by Sir William 
Crookes, published by Harper & Bros., and “Diamond,” 
by W. R. Sutton, published by D. Van Nostrand & 
Co. Of the special monographs on the diamond the 
most famous of the old ones use the works of Mawe 
and of Jeffries. “A Memoir of the Diamond,” by John 
Murray supplementing these was published in 1831. 
Many booklets on the diamond have also been published 
by our leading cutters and retail jewelers. One of the 
greatest works on diamond mining, which contains a large 
amount of information on the diamond from the earliest 
time, as well as on the diamond mines themselves, was 
that of Gardner F. Williams, general manager of the 


(Turn to page 87) 
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Established 1866 
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Office and Cutting Works 


New York 


London—23 Holborn Viaduct 
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Antwerp—48 Rue Simons 




















Members of the Gemological Society at the 
Los Angeles Public Library 


John H. Marcher, secretary of the Gemological 


Society in the laboratory of the 
Gemological Institute 


Robert M. Shipley, president of the Gemological 


Institute of America 





Jewelers Form Gemological Society 


Mach interest is being 


shown by the jewelers of Southern California in the 
study of gems. A gemological society has been started 
and two classes under the direction of Robert M. Shipley, 
G. D. of the University of Southern California have 
already been formed in San Diego and in Los Angeles. 

In an interview with M. Shipley, a correspondent for 
THE JEWELERS’ CIRCULAR was informed that the three 
purposes of the Gemological Society are to encourage 
the scientific study of gemology among those engaged in 
the buying and selling of diamonds and other gem-stones, 
and those interested in the subject of gems; to further a 
greater appreciation of diamonds and all other precious 
and semi-precious stones, and to hold bi-monthly meetings 
for the purpose of discussing and advancing the study of 
gemology. 

Membership is only possible for those who are able to 
pass tests on the elements of gemology. ‘These examina- 
tions are given by an examining board, appointed by the 
president. A large and qualified committee passes on all 
candidates for admission to membership, thus restricting 
the membership to those of assured integrity and worthy 
reputation. 
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‘The absolute need for more scientific and trustworthy 
knowledge of diamonds and gem-stones was proven to 
me many years ago when I was a diamond salesman,” 
Mr. Shipley, said. “I read all the books I could find but 
many times I lost sales because I was not as well informed 
as one to whom I was trying to sell. This put me on 
my mettle and at my first opportunity I went to Europe, 
where I obtained the information gem experts there 
possessed. I affiliated with the National Association of 
Goldsmiths, England, as that powerful organization was 
sponsoring, at Chelsea Polytechnic Institute, the only 
complete course in gemology in the world. I was suc- 
cessful in passing its examinations and obtained my degree 
of Gemological Diplomate, on May 24, 1929. 


| did not expect 
such interest in the subject when I reached this country. 
Armand Jessop, San Diego, wanted to take the work and 
suggested that I offer my services to the University of 
Southern California. From the time the first class of that 
university started last September, when 80 jewelers at- 


(Turn to page 81) 
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Profits from Old Stock 


(From page 63) 


items’ while they are still fresh and attractive; the sloven- 

ly merchandiser neglects them till they lose their value. 
In the one case the profit’s in the bank, in the other 

case, it’s on the shelf. But in either case it’s the old 


stock that produces the profit. 
] 


J 


“For the sake of argument I'll admit everything you 
contend,” Don Patty said. ‘Now I ask you, what’s to 
be done about it?” 

“First, tell me how much stock have you over one year 
old,” the Old Veteran countered. 

“Well . . . I don’t know . . . not much anyway.” 

“H’m, I thought so! Probably more than you'd like 
to admit,” chuckled the Old Veteran. ‘“‘So if I were in 
your shoes I wouldn’t waste much time till I had worked 
out some method of knowing just how much old stock I 
had, exactly what pieces comprised this old stock and 
how old they really were.” 

“Rather a large order, isn’t that?’ Patty inquired 
dubiously. 

“Not if you do it my way, m’ boy.” The Old Veteran 
stuck out his chest. “When I was in business I used to 
birthday-day-mark every piece in my store. One month 
A, next month B, next C, and so forth on every price tag. 

“Then at inventory time I listed everything according 
to age. (See Inventory Chart.) Goods six months old 
and under went in the first column, seven to twelve 
months old in the second, and over one year old in the 
last column. The letter on the ticket told the age.” 

“I see,” said Patty. “You divided your stock into 
good, medium and bad.” 

“That’s exactly what I didn’t do. 
to call my old stock ‘bad.’ I called it ‘profit.’ 
it as ‘profit.’ 

“The average jewelry salesman has nothing but con- 
tempt in his heart for the old stock. He feels it beneath 
his dignity to waste his time on it . . . that stuff ought 
to be dumped in the river anyway, says he. Even the 
boss feels that way sometimes because he doesn’t realize 
that the old stock is his profit. 

“So I always spoke of my old stock as my profit . . . 
all year round. I established a daily ‘profit quota’ for 


“In the final analysis, every activity in the store, 
with no exceptions, exists solely for the purpose 
of turning into cash the profit that is wrapped up 
in the older stock.” 


I was careful not 


I loved 


myself. Suppose my inventory looked like this: 
tem G gree of... .......500%. $20,000 
7 to 12 months old............. 10,000 
over 12 months old............. 3,000 
$33,000 


“IT could easily figure that in six months I’d have 
$13,000 worth over a year old if I didn’t sell any in 
the meantime. But if I sold $10,000 of that $13,000 
during the next six months, I’d still have $3,000 worth 
over a year old at the next inventory. Which would 
mean I was holding my own. 
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“Selling $10,000 in six months figures $67 a day, of 
which $20 should be goods already a year old. There 
was something to shoot at. Not so easy either, if you 
ask me. 

“If my over-12-month-old stock increased at next in- 
ventory I knew my shelf-profit was growing and my 
money-profit shrinking. If my old stock was less I knew 
my money-profit was ahead. And I stuck to that viewpoint 
regardless of what my auditor figured out as my book- 
profit.” 

“Remember this, Don Patty. 
every jewelry store makes a profit. Bankrupt stocks are 
full of profit . . . old goods frozen to the shelf. Bank- 
able profits come only to the store that moves those ‘last 
items’ while they are still hot. 

“Every salesman, including the boss, sells what he is 
enthusiastic about. So I made it my business to fall in 
love with my ‘all profit’ stock. I got acquainted with it. 
I knew where it was and what it was. I hung around 
it as a love sick Romeo hangs around his best girl. 


With few exceptions, 


“1 tried to analyze why each item had been 
left over. Maybe this stone needed a new setting. | 
Possibly that brooch was too high priced... or | 
too low. Perhaps this tray wasn’t so clean as it 


might be. 











y 

“And every time I waited on a customer and was show- 
ing an old item beside a new one I would say to myself, 
‘If I sell the new one the money goes back to Providence ; 
if I sell the old one I keep the money myself.’ ”’ 

Don Patty raised his eyebrows at his old friend. “I’m 
ashamed of you, Old Vet. The practice of pushing old 
goods on customers all the time would ruin a store 
nowadays.” 

“Would it? Let’s see. You'll admit that every item 
coming into the store must some day go out of the store. 
You'll also admit that the longer it stays in the store the 
more pushing it takes to get it out. 

“Therefore, if I ‘push’ an item out when it’s nine 
months old it is likely to take less pushing and please the 
customer better than if I simply let it sit till it’s 18 
months old, then ‘push’ it out on some other customer. 
Am I right?” 

“Well, yes... .” 

“And consequently the more I ‘push’ my old goods 
the better pleased will my customers be, and the more 
profit I’ll make. 

“Here’s another way of stating the whole proposition. 
In a general way, when you sell a new piece it must be 
replaced in stock. You pay out money. When an old 
item is sold it seldom needs to be replaced. You keep 
the money. 

“After all, merchandise becomes obsolete mainly in the 
salesman’s mind. It happens many a time that a new 
clerk coming in at the holidays sells first some of the 
things that the older help has simply grown tired of and 
has neglected. 

“Old stock, Don, is the root of all profit... 
all losses.” 


—~ 


and 
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that he is getting the latest in mountings and the best 
value for his money. It is a good thing to show the ring 
also in the box, for it makes a better appearance, ordi- 
narily. Another point, I always take the diamond over 
to the daylight. All through my talk I endeavor to build 
up his confidence in the reliability of the store and the 
soundness of the purchase he is contemplating. 

“Now, he may say that he wants to look around a bit. 
He isn’t satisfied. At this, I explain to him that in pur- 
chasing a diamond he really can’t shop around. I point 
out that we ourselves can’t shop in the diamond market, 
that we make a connection with reliable sources and de- 
pend upon their good faith. The individual should do 
the same, I[ tell him, for he may go into a shop and be 
persuaded to buy an inferior gem through clever sales- 


manship. I point out that the best thing for him to do is . 


to make his purchase from a shop in which he can place 
his confidence. 


{ “If he still insists upon shopping around, | 
suggest that we will hold the ring for him a few 
hours or for a day, if he makes a deposit. | 
explain that it is not a sale. But | never for a 
moment let him get the impression that he doesn’t 
have good judgment. Z 














“Should he desire to spend only $100, and I believe he 
could afford to pay more, I try to convince him of the 
wisdom of getting a better diamond. I tell him that he 
will probably be buying only once, and that if he spends 
a few dollars more he will never regret it. I show him 
the investment value of diamonds and point out how, 
during the World War, when other securities were 
worthless, the diamond still retained its value. I point 
out also that besides retaining its value, a diamond re- 
quires no upkeep or expense. 

“Many salesmen overlook the fact that they may also 
sell the purchaser of an engagement ring an additional 
wedding gift. Customers oftentimes do not know that such 
a gift is appropriate. We point out to them what a fine 
thing it is to give, in addition to the ring, a surprise gift, 
such as a bracelet, a necklace, a watch, a string of pearls, 
or something in the way of a novelty that the woman can 
personally wear. The price of the gift may be judged by 
the amount he has spent for the engagement ring. We 
do not suggest a gift that is too expensive, for we may, in 
this way, lose the sale. 

“We make it a point to keep a record of wedding an- 
niversaries, and get in communication with people a week 
previous, suggesting that some gift be tendered on such 
occasions. We also suggest to husbands that they pur- 
chase jewelry for their wives on the occasion of a birth- 
day. 

“In selling a diamond necklace or a diamond bracelet, 
we point out the beauty, design and style of the piece. 
These are the points that seem to have the most weight 
with the customer. 

“Of course, one of the biggest things in merchandising 
diamonds is to have a good background in the way of an 
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Diamonds are Sold at Partner’s—Not Bought 


(From page 69) 


attractive store. This builds up the confidence of the 
customer, and the money that is spent in achieving this 
background pays excellent dividends. 

“We have found that one good way to display diamonds 
in the window is to lay out some loose gems from a quar- 
ter of a karat to three karats in size, each with a price 
on it, but with no reference to size. This display catches 
the eye and will often bring prospective customers into 
the store. 

“Recently, we took part in an exhibit’ at one of the 
downtown hotels, which proved to be of great value. In 
conjunction with two other merchants, one handling 
ladies’ ready-to-wear and the other selling men’s wear, 
displays were shown on the mezzanine floor of the hotel 
and in rooms adjoining. The exhibit was advertised in 
the newspapers, and was kept open from 11 o'clock in 
the morning until 9 o’clock at night. Although we made 
no attempt to sell any goods during the exhibit, we were 
able to bring our merchandise to the attention of hun- 
dreds of prospective buyers, and are still getting com- 
ments from people who saw the goods. Quite a few 
sales, also, have been made since the exhibit closed.” 


Mr. Partner has worked in jewelry shops ever since 
he was 10 years old, and enjoys nothing more thoroughly 
than this field of merchandising. Working with him in 
Partner Jewelry, Inc., is Mrs. Partner, who has a unique 
understanding of the jewelry business. Together they 
have built up a wide following in Dayton, and have 
made the name of “Partner” stand for excellence in the 
jewelry field. 





Jewelers Form Gemological Society 
(From page 77) 


tended the formation of the present organization of two 
classes I have met with the warmest interest and coopera- 
tion of thinking jewel merchants of the country.” 

Mr. Shipley’s own organization, The Gemological In- 
stitute of America, has been the realization of a dream 
which he long has had. He has been able to gather to- 
gether rare photographs from all parts of the world, 
colored plates of gems which are exquisite in themselves ; 
the most extensive gem-testing laboratory equipment in 
the United States, with the exception of that found in 
two universities. The lectures he gives to the classes are 
available to the public in the form of text-books and loose- 
leaf editions containing photographs. and information 
which makes it possible for every ambitious jeweler in 
the country to study this subject. 

Eighteen members of Mr. Shipley’s University classes, 
having passed their examinations, were admitted to, mem- 
bership immediately, and the remaining 62 student- 
jewelers were admitted temporarily, with the under- 
standing that as soon as they had passed the tests they 
would be taken into full membership. It is expected that 
in the March session the entire 80 members of the Uni- 
versity gemological classes will become charter members. 
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Trade Leaders Honor Otto Wormser 
on His Retirement from N. J. B. T. 


HE Harmonie Club in New York was the scene on 

the night of March 4 of a notable gathering of the 
leaders of the jewelry trade of the East, who had as- 
sembled to pay homage to Otto D. Wormser, retiring 
president of the National Jewelers Board of Trade. Mr. 
Wormser, whose term expired in January, had also re- 
signed as a director after about 12 years of continuous 
service with the Board. His friends took this occasion to 
acknowledge the work that he had done not only for the 
Board, but his work in other ways on the Jewelers Survey 
Bureau, the Crime Committee, the American Jewelers’ 
Protective Association and in other organizations. 

The affair took the form of a banquet preceded by a 
reception, and the guest of honor was greeted first in- 
dividually at a reception and then had to hear his virtues 
extolled by those who sat around the banquet board. 

G. H. Niemeyer of Handy & Harman, a former 
president of the Board of Trade, who with one or two 
others had engineered the affair, acted as master 
of ceremonies. After a menu, such as only the cuisine 
of the Harmonie Club could produce, he started the post- 
prandials by explaining briefly the occasion for the ban- 
quet, which was held at this time as Mr. Wormser is 
about to start on a fishing trip to Florida. 

Sigmund Cohn, Mr. Wormser’s successor as presi- 
dent of the Board was one of the first speakers. Mr. 
Cohn’s speech..was in the form of a broadcast from 
N.J.B.T., in which he sought to give the guests details 
of a meeting of the directors of the National Jewelers 
Board of Trade.at which Mr. Wormser’s resignation as 


a director was acted on, and at which, under the by-laws, ‘ 


he had been made an honorary member of the Board 
amid considerable enthusiasm. 

Another important speaker called on was Meyer D. 
Rothschild, the first honorary member and former presi- 
dent of the Board as well as an old friend and associate 
of Mr. Wormser. Mr. Rothschild’s eulogy of the guest 
of honor -called- attentionto his solid and substantial 
qualities as a business man, but above all, to the common 
sense basis of the leadership he had given to the industry. 
The speaker thanked Mr. Wormser for his work in the 
many organizations, and particularly in the American 
Jewelers Protective Association, of which the speaker is 
the president. 

The other honorary member of the Board who wel- 
comed Mr. Wormser to that class of membership was 
Zach A. Oppenheimer, while an ex-president of the 
Board who spoke and eulogized the guest of honor was 
Joseph L. Herzog. Among the present officers of the 
Board who added their tributes were Vice-President 
Clifford Lamont and Treasurer Julius Oppenheimer, as 
well as former Treasurer Emil Tas; and among the 
former directors of the Board who spoke were Walter 
M. Kahn, Cleveland A. Dunn and Melville Untermeyer. 
David Belais, for many years chairman of the Board’s 
Good and Welfare Committee, made his first appearance 
after many months of illness to pay his tribute to the 
guest of honor. 
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One of the most interesting speeches of the evening 
was given in the early part of the proceedings by Harry 
C. Larter, “Mayor of Maiden Lane” and president of 
the Jewelers Security Alliance, while Charles Sommer, 
president of the Jewelers 24 Karat Club, also added his 
words of appreciation for the friendship Mr. Wormser 
had extended him. 

Among other speakers were: Morris L. Ernst and 
Herbert Wolff, counsel for the Board; Jacob Mebhrlust, 
vice-president of the Jewelers 24 Karat Club; Julius 
Kaufman, Bartley J. Doyle of The Keystone; Edward 
Detjen of A. Wittnauer Co., and T. Edgar Willson of 
THE JEWELERS’ CircuLar. Among the officers of the 
Board who attended were: B. L. Shinn, secretary, James 
McDermott, in charge of the rating department, and 
C. J. Straehle,.a-director. 

The speeches, tributes, stories and anecdotes were of 
a most interesting character, and when the final tribute 
had been paid, Chairman Niemeyer got in his fine work 
in staging the last act of the affair, which was the 
presentation to Mr. Wormser of a magnificent silver 
tray in which the sentiment of the donors was beautifully 
inscribed. 

Mr. Wormser was-clearly deeply touched by the gift 
as well as the tributes that were paid to him, and, in 
response, spoke-feelingly of: his appreciation of all that 
was said and-done, though he modestly denied many of 
the qualities that had been attributed to him or the 
importance of the work described by his friends. - He told 
of attending in the past many dinners of this kind to 
others~and felt he could make allowances for the en- 
thusiasm of those who had come to do_him honor, and 
necessarily felt that they had greatly exaggerated the 
good’ he had done to the industry. Whatever he had 
accomplished, he said, had been caused by three forces, 
which he might describe as “selfishness,” “conceit” and 
“gratitude.” Selfishness, because he had enjoyed doing 
the work; conceit, as he had done it because he felt the 
ability to accomplish the work, and gratitude, because 
in this way only he could, in slight measure repay the 
industry for all that it had given him since he had come 
into it as a poor boy. More important than the promi- 
nence he had attained, more important than the com- 


(Turn to page 85) 
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Jewelers’ Lien Laws for All States 


A.N.R. J. A. Urges State Associations to Have Legislatures Give Relief 


to Jewelers Whose Repair Jobs Accumulate 


HE retail jeweler is always and everywhere troubled 

by having to carry a large amount of merchandise, 
left with him to be repaired and practically abandoned 
by the owners. In hard times, the amount of such mer- 
chandise is greater than usual and within the last year 
or so the accumulation of such articles in the hands of 
jewelers in many cities has been very great. In fact, the 
amount of cash tied up in these repairs has been so large 
sometimes as to be an actual burden financially. 

Jewelers have always had difficulty in collecting these 
charges, although under the general laws, they have a lien 
upon the merchandise for the value of the work done 
upon it. But many have hesitated about enforcing their 
liens under the general laws, and those who have at- 
tempted to sell the merchandise without complying with 
the regulations of the statute have often found themselves 
in difficulty when the customer eventually turns up and 
demands the article so sold. 

It was for this reason that agitation for a special 
jewelers’ lien law became very strong about 20 years ago 
and this culminated in the passage of a law by the state 
of Maryland in 1912, and another by Wisconsin a few 
years later. A special act covering jewelers’ liens passed by 
the New York legislature in April, 1914, was considered 
very effective and used as a model for many laws that 
were later introduced in other states. 

Among other states passing jewelers’ lien laws were: 
New Hampshire, Kansas, Nebraska, Alabama, Georgia 
and Massachusetts. 

But many states have no jewelers’ lien laws today and 
the laws of all are not uniform. ‘This has resulted in an 
agitation to have every state pass a special act to allow 
the jeweler to sell articles left with him to be repaired 
under simple procedure. If possible, it is hoped to have 
the laws of all states eventually made uniform. 

This agitation has been given consideration by the 
officials of the American National Retail Jewelers Asso- 
ciation with the result that the officers of the state asso- 
ciations afhliated with the National have been requested 
to take this matter up and aid in getting jewelers’ lien 
laws passed in every state which does not have such legis- 
lation today. A copy of the New York State Law which 
seems to have proved satisfactory in its operation has 
been sent out to the officers as a model on which to have 
the proposed legislation drawn. 

The New York Law reads as follows: 


Lien of bailees for hire. Every person, firm or corporation 
engaged in performing work upon any watch, clock or jewelry 
for a price, shall have a lien upon any such watch, clock or 
jewelry upon which such person, firm or corporation performs 
such work for the amount of any account that may be due for 
such work. Such lien shall also include the value or agreed 
price, if any, of all materials furnished by such bailees for hire 
in connection with such work, whether added to such article 
or articles or otherwise. If such account remain unpaid for one 
year, after completing such work, such bailees for hire may, 
upon 30 days’ notice in writing to the owner, specifying the 
amount due, and informing him that the payment of such 
amount within 30 days will entitle him to redeem such property, 


THE JEWELERS’ CIRCULAR 
for April, 1931, 


sell any such article or articles at public or bona fide private 
sale to satisfy the account. The proceeds of the sale, after 
paying the expenses thereof, shall be applied in liquidation of 
the indebtedness secured by such lien and the balance, if any, 
shall be paid over to the owner. Such notice may be served by 
mail, directed to the owner’s last known address, or, if the 
owner or his address be unknown, it may be posted in two 
public places in the town, village or city where the property is 
located. Such notice shall be written or printed. Nothing 
herein contained shall preclude the remedy of enforcing such 
lien by action, as provided in article nine of this chapter. 





Lewis Goes with the Keystone 

Announcement has been made that E. St. Elmo Lewis, 
well known economist and business expert, has joined the 
staff of the Keystone and was recently elected vice-presi- 
dent of the Keystone Publishing Co. 

Mr. Lewis, who is known to many jewelers of the 
country through his addresses before the Jewelry Trade 
Association meetings during the past year or so, assumed 
his new duties March 2 at the main office of the firm in 
Philadelphia, where he will act as editorial director of 
the Keystone publications. 

Mr. Lewis, in addition to his work for various large 
business concerns in the past, is also the author of a 
number of well known books on business subjects. 





Death of Moses Goldsmith 


Cuicaco, March 5.—Moses Goldsmith, chairman of 
the board of directors of Goldsmith Bros. Smelting & 
Refining Co., passed away after a protracted severe ill- 
ness at St. Lukes Hospital, Chicago, Saturday, Feb. 21. 
Burial was on Monday Feb. 23, from the Fourth Chapel. 
Interment at Rosehill Cemetry. 

Mr. Goldsmith is survived by his widow, Fannie Gold- 
smith, two sons, Melvin M. Goldsmith and Herbert J. 
Goldsmith, and a daughter, Mrs. Minnie G. Loevenhart. 





Otto Wormser Honored 
(From page 83) 
petence he had acquired, he considered the strong and 
lasting friendships which he had made—friendships which 
make life truly worth living. 

In answer to the universal wish expressed by the 
speakers who had preceded him, Mr. Wormser indicated 
that his retirement from activity in the Board of Trade 
affairs might be but temporary, and after this “sabbatical 
leave’ had expired that he might be happy to serve again 
in the ranks, should the occasion arise where his services 
might be of value. 

Mr. Wormser’s remarks and an inspection of the testi- 
monial presented to him brought the delightful evening 
to a close. © 

Among those who participated in presenting the testi- 
monial, but who could not be present, were: P. J. Coffey, 
Jacob Fine, Edward Greenbaum, Albert W. Levy, 
Arthur Lorsch, $. C. Powell, J. J. Schmukler, John W. 
Sherwood and St. John Wood. 
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Coral Important in Spring Styles 


Coral-pink, coral-red and coral-white (a pale pink) as 
colors, and coral as a jewel, are already outstanding as 
spring fashions, according to the first of the 1931 fashion 
openings held this month in Paris. Evening clothes that 
use these bright tints, are met with especial interest. 

At Jane Regny’s, where evening clothes made their 
debut in a collection of sports clothes only a few seasons 
ago, coral pinks and reds are listed as tiptop colors for 
spring and summer. Coral accessories to white and black 
evening gowns are much in evidence at this house. 

Coral combined with a pale, slightly grayed turquoise, 
is a color alliance that is seen in sports clothes, in blouses, 
in necklaces and other pieces of jewelry in practically 
every fashion collection on Rue de la Paix. 





April’s Gem the Diamond 
(From page 75) 


DeBeers Consolidated Mines, Ltd., whose volume, “The 
Diamond Mines of South Africa,” was published by the 
Macmillan Co., in 1902. 

A fair amount of general information on the diamond, 
however, can be obtained from any of the current works 
on gems, such as, “Gem Stones,” by G. F. Herbert Smith, 
published by Methuen & Co., “(Gems and Gem Mate- 
rials,” by Drs. Kraus and Holden, published by the 
McGraw-Hill Book Co., “Precious Stones,” by W. R. 
Cattelle, published by the Lippincott Co., as well as the 
older works, most of which are now out of print. 

Diamonds have been found in all five continents, but 
in no way to the same extent in each. In Asia, the 
famous old Indian deposits were probably worked from 
the earliest times, but now are almost exhausted. The 
famous Brazilian fields, discovered about 1728 in the 
State of Minas Gereas, supplied most of the diamonds of 
the world until the discovery of the diamond fields of 
South Africa, shortly after the American Civil War. 
For the past half century, the South African fields have 
become the most important as well as the richest in the 
world, and though Brazil still. continues to produce some 
diamonds, and they are found in British Guiana to a 
slight extent, the South African production dominates the 
market in every respect. 

Diamonds have been found in Australia and the East 
Indies in small amounts, and, incidental diamonds have 
been found in the United States. However, in this 
country, diamonds have been found “in place” in Pike 
County, Ark., but the mine there could be considered 
more of a curiosity than a factor in the diamond market. 

Diamonds have been found in all colors, the white and 
yellow being the most common. They have also been 
found in deep shades of blue, green, black and brown. 





Jewelry Exports in December 


WasuincTon, D. C., March 1.—Domestic jewelry 
exported in December amounted to but $61,034, accord- 
ing to figures just compiled by the Department of Com- 
merce. Of this total, Canada took $26,588; Mexico, 
$8,031; United Kingdom, $6,085; Brazil, $3,715; Pan- 
ama, $2,199, and the Union of South Africa, $2,068. 
The only other countries to which shipments amounted to 
more than $1,000 were Cuba, British Malaya and the 
Philippine Islands. 
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mteresting jack about Mikimoto Pearls 


GENUINE PEARLS CULTIVATED 


WENTY-THREE years of experiment 
were spent by Mr. K. Mikimoto in de- 
veloping a perfectly spherical culture pearl. 


The pearl divers at Tatoku are sun-tanned 
young women from 18 to 35 years of age. 
Women are preferred for this work because 
they are able to work under water longer. 


Oysters are four years old before the culture 
operation is performed. Then six years of 
care by the diving girls must follow before a 
sizable pearl can be expected. 


Approximately one-fifth of the oysters treated 
die. One-fifth do not produce pearls. Of the 
producers, only 5% yield first-grade pearls. 


Seventeen patents have been granted to Mr. 
Mikimoto for details in producing pearls and 
for hatching and caring for the “spat,” or 
young pearl oysters. 


The pearl culture farms of Mikimoto which 
are eight in number, cover an area of 40,380 
acres. Over one thousand people are employed 
and more than eighty buildings house the vari- 
ous operations. 


Mikimoto Pearls are excellent merchandise | 
and sell profitably. 


K. MIKIMOTO | 


535 FIFTH AVE NEW YORK 








Notes of the Diamond Fields 


Large Diamond Found at Lichtenburg — 


Word from Lichtenburg the early part of last month 
was to the effect that two diggers had found a diamond 
weighing over 200 carats in the alluvial fields there, 
which was declared to be the largest stone ever to be 
found in Western Transvaal. When they made their 
lucky find, the diggers were broke, according to a report, 
and had only 9d. in their possession. The price at which 
the diamond was sold was not disclosed. 


DeBeers Mines on Five-Day Week 


A dispatch from Kimberley last month announced an 
official report to the effect that the DeBeers Consolidated 
Mines had started retrenchment by adopting a five-day 
week beginning with March 1. 


Reported Find of a Red Diamond 

It was reported that a Johannesburg firm of. diamond 
cutters recently purchased a stone of unusual color that 
had come from the Lichtenburg fields. When purchased, 
the stone was 6% carats in weight, dark, and looked fit 
only to be classified as bort. The cutter polishing a facet 
noticed that it appeared to brighten and_as he continued 
cutting, a deep red became evident. It was finally cut 
down to a stone of 1% carats and said to be of a beau- 
tiful red which experts have declared to be a gem both 
rare and beautiful. 


Premier Mine May Close Down 
From Johannesburg, South Africa, comes the report 
that owing to conditions in all diamond trade of the 
world all mines in that vicinity, with exception of De- 
Beers, are likely to effect drastic retrenchments in the 
neaf future. It is probable that the Premier Mine will 
close down completely, says the report. 





Year Starts with Big Drop in Diamond Imports 


WasHINcToN, D. C., March 5.—Statistics compiled 
especially for THE JEWELERS’ CirRCULAR by the Depart- 
ment of Commerce indicate that the importations of 
diamonds in January dropped to an extent that has not 
been recorded in many, many years. In all, the total 
value of the diamonds imported in the first month of the 
year is given at approximately $887,887, of which the 
cut stones are valued at $584,503 and the rough or uncut 
at $303,384. 

Of the rough imported, the amount coming direct from 
the Syndicate was only about $55,000, while that coming 
from Antwerp amounted to nearly $168,000, and directly 
from South Africa were received rough worth about 
$74,000. South Africa also sent us cut stones to the 
value of $20,700. 





Statistics of the importations of diamonds for the 
month of December show the rough and cut stones 
brought in during that month to be over $1,247,822. 
Of this, the value of the rough is given as $233,081 and 
that of the cut, $1,014,741. 

The principal imports of both rough and cut stones 
were from Antwerp, the rough from Belgium being given 
at $163,217 and the cut, $608,501. From the United 
Kingdom we received rough worth nearly $42,000, while 
direct from the Union of South Africa we received rough 
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to the amount of $20,155 and cut to the amount of 
$31,969. 

For the first time in a long time we received a small 
shipment worth $1,068 from British Guiana, but nothing 
is credited to Brazil. 





Indiana Retail Jewelers Meet at Indianapolis 


INDIANAPOLIS, IND., March 5.—The annual conven- 
tion of the Indiana Retail Jewelers’ Association closed 
Tuesday night February 24 at the Hotel Severin with a 
dinner-dance. ‘The convention was one of the finest 
Indiana has had for many years. The attendance was 
very good. Gerry Mohlman, Lafayette, was elected 
president, to succeed J. P. Hagel, Washington. H. 
Elmer Lodde, LaFayette is vice-president; Earl F. Mc- 
Connell, Oakland City, secretary, and Frank Kroetz, 
Valparaiso, treasurer. Members of the executive com- 
mittee named are J. S. Row, Frankfort; Leo A. Simon, 
Vincennes; A. S. Rowe, Indianapolis, and Carl Rost of 
Columbus. W. H. Miller, Princeton is the hold over 
member. 

Monday and Tuesday were devoted to business. Among 
the speakers on the program was Prof. Frank B. Wade, 
who used illustrated slides in connection with his talk. 
Henry Stecher, regional vice-president, gave an interést- 
ing talk on the national association. 

Resolutions were adopted opposing any form of luxury 
tax, pledging loyalty to the A.N.R.J.A., urging passage 
of a national platinum stamping act, affirming faith in 
the Capper-Kelley bill and extending thanks to speakers 
and others who helped to make the convention a success. 

The banquet was the big social feature Fritz Fromm, 
of the Baldwin-Miller Co., was chairman of the enter- 
tainment committee. 

Many wholesalers and manufacturers had displays on 
the fourth floor of the Severin Hotel. 





Fashion Trends in Novelty Jewelry 


“We live in a cycle. Almost every article affected by 
Dame Fashion reverts back to a bygone day. In the field 
of costume jewelry present-minute fashions are remini- 
scent of centuries ago. Festoon effects in necklaces and 
beads, rosebud and leaf designs and the more elaborate 
floral patterns are notable in the latest rhinestone and 
crystal jewelry,” said Kathryn E. Gavin, who, since last 
October, has had charge of the buying of costume jewelry, 
silverware and pewter for the 85 stores of Sears, Roe- 
buck & Co. 

“In my mind, there is nothing more fickle than style 
trends in novelty jewelry. One type may enjoy popu- 
larity for months or years while the public liking for 
another will wane in a few weeks,” she added. 





Death of Sigmund Fischer 


ProviDENCE, R. I., Feb. 28.—Sigmund Fischer for 
more than a quarter of a century a manufacturing jeweler 
in this city and for several years past head of the firm of 
Fischer & Preufer, Inc., 144 Pine street, died suddenly 
late yesterday at his home, 223 Ohio Ave. 

He was a member of the New England Manufac- 
turing Jewelers’ and Silversmiths’ Association, of the 
Manufacturing Jewelers’ Board of Trade and a number 
of fraternal organizations. 
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STAR RUBIES 


CATS EV GS 


CARVED RUBIES, SAPPHIRES AND EMERALDS 


ROBINSON 6. SVERDLIK, inc 


527 FIFTH AVE 
NEW YORK 


IMPORTERS OF PRECIOUS STONES 
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Pearl Necklaces 
Pearl Scarf Pins 
Pearl Ropes 
Black Pearls 
Single Pearls 


Star Sapphires 
Star Rubies 


Charles T. Dougherty Co., Inc. 


Importers of Pearls and Precious Stones 
7-11 West 45th Street New York City 

















The Gift To Her Fiance 
THE STAR SAPPHIRE RING 





GEMS OF FASCINATION 


The bestowal of a gift upon her betrothed by the fiancée is a charming 
custom that breathes the romantic spirit of the engagement period. The Star 
Sapphire Ring is suggested as being a particularly suitable gift for this occasion. 


An extensive line of Star Sapphire rings for 
men and women, also cuff links and dress sets. 


Louis N. Marx 


551 FIFTH AVENUE NEW YORK 

















Elects a New Secretary 


At the regular monthly meeting of the Jewelers 24 
Karat Club, held on Feb. 18 at the rooms of the or- 
ganization, 15 Maiden Lane, New York, Knowlton D. 
Read, was elected secretary to fill the vacancy caused “by 
the death of William J. Ward. At the meeting, the 
members inspected and the directors signed the beautiful 
engrossed memorial of sympathy that was presented to 
the family of the late Mr. Ward by the Club. 

Among other important action taken was the decision 
to hold the usual beefsteak dinner and the president was 
authorized to appoint a committee to take charge of the 
same. The dinner will be for members only and will 
be at the expense of the club. 

In the absence of President Sommer, the vice-president, 
Jacob Mehrlust presided and ex-president Frank .Sloan 
acted as temporary secretary. Chairman Niemeyer of 
the Banquet Committee reported and Treasurer Reich- 
man made a special report on the finances of the banquet. 
Two resignations were received from members and ac- 
cepted but no new members were elected in the absence 
of a recommendation by the board of directors. 





Edgar M. Docherty Elected President of the 
Manufacturing Jewelers’ Board of Trade 


ProvipENCE, R. I., March 4—The directorate of the 
Manufacturing Jewelers’ Board of ‘Trade met on Friday, 
Feb. 20 and organized for the ensuing year. Edgar M. 
Docherty, of the William C. Greene Co. and a former 
president of the New England Manufacturing Jewelers’ 
and Silversmiths’ Association, was elected president, suc- 
ceeding Ellis W. MacAllister of the Irons & Russell Co., 
who has been head of the association several years. 

Other officers elected were as follows: First Vice-Presi- 
dent, Lawrence E. Baer of the Baer & Wilde Co. of 
Attleboro; Second Vice-President, Royal J. Gregg of 
the Ostby & Barton Co., Providence; Secretary, Horace 
M. Peck. Frederick A. Ballou, Jr. of the B. A. Ballou 
Co., Inc. of Providence and Edwin H. Cummings of 
the General Chain Co. of Providence were elected mem- 
bers of the executive committee for terms of three years 
each. 





Death of John M. Buffinton 
PRovIDENCE, R. I., March 4.—John Murray Buffin- 


ton, president of the manufacturing jewelry concern of 
Potter & Buffinton Co., 61 Peck St., a past president 
of the New England Manufacturing Jewelers’ and Sil- 
versmiths’ Association, a former member of the Rhode 
Island General Assembly and one of the oldest members 
of the Masonic fraternity in this State, died last night 
at his home 21 Grotto Ave. Mr. Buffinton would have 
been 92 years old had he lived until April 1. He had con- 
tinued actively in business until he was takén ill about 
four months ago. 

He is believed to have been at that time the oldest 
active manufacturing jeweler in the country, having been 
engaged therein as a manufacturer since 1869. 
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for every requirement 


A CAREFULLY selected stock attracts 


a fastidious clientele, gives prestige to the 


store and a profit to the jeweler. 
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Original Heirloom Pieces ( 


in 
Solid Gold 


of 
| Mid -Victorian Period 
1850-1860 


An unusually complete selection of masterpieces ot \ 


co 
= 


a famous period. Jeweled with genuine precious and 
semi-precious stones 


We also carry a full line of smart modern creations 
in 14k gold, set with stones such as Onyx, Turquoise, 
Lapis Lazuli, Chinese Jade, Carnelian, Coral, etc. 


Bracelets, Necklaces, Earrings, Brooches, Rings, Pen- 
dants, Chains 





Description of Photographed Pieces: MEMO SELECTIONS TO RESPONSIBLE STORES 


Bracelet and Earrings set with Tur- 


ieee Lapis Lazuli, Pearls and LEO EL W \ N & CO., Inc. 


Rose Diamonds. 


( Brooch: Old Mine Diamonds and 23 West 55th St. New York City 
Black Enamel. 
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Golden Roosters Celebrate Tenth Anniversary 
Cuicaco, March 5.—The Golden Roosters of Chi- 


cago, held their frolic and annual election of officers on 
Saturday, Feb. 28, in their barnyard at the La Salle 
Hotel. It was an afternoon and evening of frolic to 
commemorate their 10th anniversary. 

When Chanticleer Rudy Hettig called the party to 
order for the evening frolic, 250 roosters and their guests 
took a silent toast to Taylor Kallmeyer, Wm. F. Juer- 
gens, Wm. H. Lowe and Oliver Artes, roosters who 
passed away during the year. The head table was re- 
served for past Chanticleers. 

By unanimous vote Major J. T. Montgomery was 
elected Chanticleer; R. S. Mulburt, scratcher, and S. C. 
Lund, Keeper-of-the-Nest Egg. Everyone present re- 
ceived a very fine Rooster ash tray. 

After all business was transacted, a big show was put 
on which held the interest of all present. 





Death of John M. Roberts 


PittspuRGH, Pa., March 5—John M. Roberts, aged 
74, president of J. M. Roberts & Son Co., founded by 
his father, 99 years ago, died Friday, Feb. 20, in his home, 
5139 Forbes St., after a long illness. 

Mr. Roberts was born in Pittsburgh in 1856, the son 
of John M. Roberts and Elizabeth Steele Roberts. At 
an early age he entered business with his father and 
brothers, Steele F. and Charles W. Roberts. 

Mr. Roberts was a former president of the Pennsyl- 
vania Retail Jewelers’ Association. He was one of the 
oldest jewelers in Pittsburgh. 

He leaves his widow and two sons, J. Loughrey, and 
John M. Roberts, III; three daughters, Mrs. George 
Michel, Mrs. Frederick Close and Mrs. Fred I. Smith, 
and two sisters, Mrs. Walter Williams and Mrs. George 
Follansbee. 

Interment was made in Allegheny Cemetery. 





L. H. Eppenstein to Head Illinois Watch 
Case Co. 


Exon, Itt., March 1.—Complete control of the 
Illinois Watch Case Co. has been acquired by the M. C. 
Eppenstein estate, through its administrator, L. A. Ep- 
penstein, vice-president of the company, and son of the 
late founder of this concern, by the purchase of the in- 
terests of S. C. Eppenstein, president, and of the interests 
of A. J. Franks of Chicago. 

“The business of this big concern is to be continued as 
in the past, and there will be no change in the nature 
of its products—the manufacture of watch cases, and 
of novelties but there will be a gradual increase in its 
activities. 

L. A. Eppenstein, who has been vice-president in charge 
of the sales division for several years, will become presi- 
dent and treasurer under the new organization; Eugene 
Edelstein, general manager, will become vice-president; 
H. H. Loomer will continue as secretary, and Edward 
Howard will likewise continue in his position, as general 
superintendent. 

Officials of the company declined to disclose the pur- 
chase price involved in the transaction. 

S. C. Eppenstein, has been president of the company 
for the last 11 years. 
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FINE PLATINUM 
CHANNEL RING MOUNTINGS- 


FURNISHED IN ANY WIDTH 
INCLUDING SETTING OF 
YOUR DIAMONDS 


$10.00 
NET 









Ring Design 
U. S. Patent No. 82,243 


NATIONALLY ADVERTISED 


Diamond- Heart Ring 


Unique designs and quality construction are 
back of Diamond-Heart Wedding rings. 
Made in Platinum and 18K White Gold, 
full diamond set, or partly set; also 
may be had carved without dia- 
monds. Write for an interest- 
ing catalogue and prices. 





Sole Manufacturers 
of the D-H Ring 


U. 8. Patent 
Des. No. 70,209 


THE DIAMOND-HEART CO. 


MAKERS OF JEWELRY SINCE 1907 


62 W. 47th Street _J¢ New York City 
Cg} 
PR. 
WT, 


This Tag is 
Your Protection 
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This time—instead of telling you 


We are showing you exactly the reasons as to price, volume and intrinsic value why Palladium 
is the ideal metal for moderately priced jewelry to replace white gold. 





GCOMPARATIVE VOLUMES 
FOR EQUAL WEIGHTS 


COMPARATIVE VOLUMES 


AT SAME COST 








PLATINUM 





PLATINUM 











18 KT WHITE GOLD 





1&8 KT WHITE GOLD 

















PALLADIUM 





PALLADIUM ~ 
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GA KT WHITE GOLD SALES PRICE 
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INTRINSIC VALUE 








PALLADIUM 


SALES PRICE 


INTRINSIC VALUE 








18 KT WHITE GOLD 


PALLADIUM 








BASE 
METALS 








75% PURE GOLD 


100 % PALLADIUM & PT. METALS 

















We will gladly tell you more about the many advantages of 
gold artificially whitened by base metals. 


Ask for booklet A. 
N.J.R.R. Ave. at Oliver St., Newark, N. J. 


THE AMERICAN PLATINUM WORKS 


Palladium, the natural white noble metal, over 
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58 E. Washington St. 


Diamonds 


ROUND AND FANCY SHAPES 
IN ALL SIZES 


Platinum and White 
Gold Mountings 


MEMORANDUM SELECTIONS 
SENT PROMPTLY ON REQUEST 


Gw9 


HUCK & KOPF, Inc. 


SUITE 1522 


Chicago, III. 
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PRECIOUS STONES 


62 West 47th St. 
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RARE 
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PEARLS, EMERALDS, 
SAPPHIRES, RUBIES 


PERMANENT OFFICE IN THE 
UNITED STATES 


L. SCHIPPER 
New York, N. Y. 
Phone BRY { proof 


BAHREIN 


ll, 


BOMBAY 































































































Queen Mary Launches New Earring Fashion 


A dispatch from the United Press to the New York 
W orld-Telegram on March 5 stated that Queen Mary 
is known to be inordinately fond of jewelry, and once 
again she has set a fashion in precious stones which is 
likely to be copied extensively. 

In the longer and wider earrings the Queen has been 
wearing lately is, in one set, a painted miniature of each 
of her grandsons, Lord Lascelles and the Hon. Gerald 
Lascelles. 

In a superb pair of aquamarine stones is, in one, a 
miniature of Princess Elizabeth, and, in the other, one of 
the baby Princess Rose. 

It was Queen Mary who, a few years ago, popularized 
aquamarines as personal ornaments. 





Easter Windows More Beautiful 
(From page 55) 


“Lighting effects are also very important. In the past 
three years I have experimented with practically every 
type of standard lighting fixture on the market and have 
finally come to the conclusion that magnified illumination 
is most effective for the jeweler’s window. To get this 
effect, a standard make of baby spotlight made for the- 
atrical use is especially adaptable. This fixture, however, 
is unsightly and must be concealed by drapes. Jewelers 
having old-fashioned windows may get startlingly new 
effects in this manner. In the center of the window 
place a small display case, making it with drapes just as 
though it were a miniature theater. Hang your spot or 
spots from the ceiling. With this arrangement interest- 
ing contrasts of shadow and light may be obtained. In- 
stead of flooding your window with a uniform yellow 
light, the spot casts a concentrated beam at the objects 
displayed while the remainder of the case is relatively 
dark. This centralizes the attention of the onlooker and 
prevents his eye from wandering, your jewels claiming 
as it were, the center of the stage. With this form of dis- 
play as a basis, there is no end of jewel dramatization 
which can be exploited. 

“T believe that it is wrong to try to have all of one’s 
merchandise represented in a window display. And this 
applies to show cases within the store as well. Let each 
show case carry a representative selection from one class 
of the jeweler’s stock. In the center of each case show 
the best piece in that particular line, unwrapped and 
ready to wear. For example: In our bracelet case I have 
mounted a small cardboard cylinder covered with velvet, 
and on this are displayed several of our finest bracelets. 

“And now, one last bit of advice: When planning a 
display, if possible show jewels in sets. If your display 
is to be of semi-precious stones, show no precious gems 
with them. If you are displaying men’s jewelry, limit it 
to men’s jewelry. ‘There should always be a definite 
correlation between all articles displayed.” 





Death of Charles M. Van Heusen 


ALBANY, N. Y., Feb. 19.—Charles Manning Van 
Heusen, president of the Van Heusen Charles Co., jewel- 
ers, died here. He had been president of the firm since 
1892. 

He is survived by a son, two daughters, and a brother. 
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BRASS, NICKEL SILVER, 
STERLING, GOLD FILLED, 
GOLD AND PLATINUM 


® 


Harry C. SCHICK 


INC. 
99.105 CHESTNUT ST. 


NEWARK, N. J. 


NEW YORK 
PROVIDENCE 


CHICAGO 
SAN FRANCISCO 
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E’'NITH 


CHRONOGRAPHS 
TIMERS 





Seventeen jewel Chronographs 
in Nickel, Silver or Gold. 
Nickel Timers: — 1/5 second, 
1/10 second and 1/00 second. 


The 
ZENITH WATCH CoO. 


INCORPORATED 
64 West 48th Street, New York 


POCKET & WRIST WATCHES & CLOCKS 








VET SLY 


Twa [7th St _ SE. 


aEW Yo (KRY 
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‘TOKIO- PEARLS 


GENUINE PEARLS CULTURED 


DIRECT FROM FISHERIES 
MOST COMPLETE -TE STOCK IN AMERICA 


ZIRCONS 


GENUINE 


ALL SIZES — COLORS — SHAPES 
Aad "dat Hie 
GENUINE ROCK CRYSTALS 
NECKLACE CHOKERS 


PAPAZIAN BROTHERS 
DIRECT IMPORTERS 
DIAMONDS, PEARLS, PRECIOUS STONES 
2 West 46th STREET, NEW YORK, N. Y. 








DANIEL LEKER 


MANUFACTURING JEWELER 


FORMERLY 


C. V. DOUGHERTY CO., INC. 
7-11 W. 45th ST. 
NEW YORK CITY 


Seed Pearl Jewelry 


SPECIALIZING IN REMODELING 
AND SPECIAL ORDER WORK. 























Silverware 
of 


Yesterday and I oday 


‘tw extremes of individual 


expression in the art of silversmithing; one, a product of 
the 17th Century, a tankard designed by the Russian 
artisans of 200 years ago, the other, the new German 
spirit of modernism as expressed by the Reimann School 
of Berlin. Although the people of the United States 
have not shown as yet any particular enthusiasm about 
extreme modernism in their silverware, the Germans 
have found a definite artistic stimulus in their expression 
of the modern spirit in terms of its medium—the machine. 

In a recent exhibition at the galleries of the Art Alli- 
ance of America, 65 E. 56th St., New York, the work of 
the faculty and pupils of the Reimann School was offered 
to the American public, the interesting display exciting 
many favorable comments. The diverse types of crafts- 
manship represented at this exhibition showed that the 
Reimann School designs follow no stereotyped formulas. 
Their essential modernity is the result of a policy which 
directs pupils to go to the life about them for ideas to 
develop and formalize as individual reactions to the spirit 
of the time. 

In direct contradistinction to this vivid ideology of a 
machine age culture was the collection of antiques and 
objects of art recently on display at the Wallace H. Day 
Galleries, 16 E. 60th St., and which were sold at auction 
recently. In this collection were included the rare and 
decorative furnishings of the royal family of Romanoffs, 
from the period of Peter the Great to the late Czar 
Nicolas II. These art properties were the first of their 
kind to be brought to this country from the old Imperial 
Palaces in Russia. Among the silver offered for sale 
were 18th Century embossed and engraved cups, tank- 
ards and trays, some of which were presented by Catherine 
the Great to the various dignitaries for their service to 
the Crown. 
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A 17 Century Russian Tankard for many years in the 
possession of the royal family of Romanoffs. 


Modernistic 
candlestick 
supporting 
three 
candles. 


Ultra modern 
tea set 
of German 
workmanship. 
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How you can turn good 


entertainment into good profits 


Your customers will like Reflection 
(left) even better than ever when 
they learn it has received the cachet 
of being displayed in the Metropoli- 
tan Museum, New York, and other 
leading museums. 


They will see new beauty in Rhythm 
(right) when they know that it was 
chosen by a woman who had searched 
the shops of London and Paris for a 
new silver pattern. 


MeMmMBERS OFTHE 




































411 Fifth Ave. 


STERLING 


with a new presentation of Music and 

Mimicry! For the well-known monologist, 
Miss Elsie Mae Gordon, now adds variety to these 
programs with her clever impersonations. 


Ven on the air—the Wallace Silversmiths 


The Wallace Silversmiths play those rhythmic, 
semi-classical numbers that evoke a reflective 
mood in every listener. A mood that helps en- 
grave on the minds of your customers the names 
of the new and beautiful Wallace patterns— 
Rhythm and Reflection. 


With these entertaining programs, Wallace is 
sowing the seed for your harvest of profits from all 
the Spring and Summer weddings. Of course, you 
know that every crop needs cultivation. And 
Wallace provides excellent tools for the jeweler’s 
use: handsome counter and window displays, effec- 
tive newspaper electros and mats and smart book- 
lets to send your mailing list. 


As a major theme through these broadcasts run 
interesting notes on Rhythm and Reflection, those 
exquisite patterns that have been lauded by 
art authorities, fashionists, and have proved such 
good sellers. Modern, yet not eccentric, these two 
patterns are the “something different”—and some- 
thing in perfect taste—that brides and the hosts 
seeking wedding gifts appreciate. Other Wallace 
items in your stock will also be mentioned in these 
programs. 


Wallace Silversmiths broadcast their program of 
Music and Mimicry over the Columbia Broadcast- 
ing System for a full period every Saturday at 8:30 
P.M. Eastern Standard Time, 7:30 P.M. Central 
Standard Time—to entertain your customers and 
increase your profits. 









R. WALLACE & SONS MFG. CO. 


Silversmiths — Wallingford, Conn. 


CHICAGO PHILADELPHIA SAN FRANCISCO 
10 So. Wabash Ave. 1204 Chestnut St. 140 Geary St. 


SriILVERSMITHS GuiLtdD OF AMERICAS 























Lecture on “Romance and History of Silver” 


Madame Beatrice Bachelder, silver adviser for the 
western division of the International Silver Co., gave a 
30 minute talk on the “Romance and History of Silver” 
before the Merry League at the Western Women’s Club 
in San Francisco recently. 

Mme. Bachelder stressed upon the importance and 
beauty of silver as it has come down through the ages to 
the present time. She showed samples of the newest 
trends in silver design, which she recently brought from 
Europe, together with modern and nature theme patterns 
made in this country. An interesting group of photo- 
graphs of dining rooms in well-known homes of noble 
families in England and of French dining rooms were 
also shown. 

She spoke of the present revival of period design, its 
importance just now, and the way the subject has pene- 
trated into the minds of the people in every nook and 
corner of this country, stating that it is a direct outcome 
of the World War. 

Mme. Bachelder says that such interest as is displayed 
today throughout America in historical art and design 
pertaining to furniture, wall treatments, rugs, silver, 
pewter, china, glass and lighting fixtures is without prece- 
dent, and reproductions of the lovely old museum pieces 
in all these lines are being sought. 





Sidney Kramer Sentenced 


Sidney Kramer, New York jeweler, formerly operat- 
ing under the style of Kramer Bros., at 3630 Broadway, 
was sentenced Feb. 13 to 30 days in the workhouse by 
Justices Kernochan, Direnzo and Raphael, sitting in 
Part I of the Court of Special Sessions of New York City. 

Kramer had been held for trial in the Commercial 








Frauds Division of the Magistrate’s Court on Dec. 17 
on the charge of having obtained credit through issuance 
of a false financial statement. When arraigned on Jan. 
23, he pleaded guilty. 





Jewelers Win Clock Display Awards 


The Clock Manufacturers’ Association has announced 
the outcome of the 1930 display contest. -A $50 cash 
award went to J. B. Hudson, Inc., Minneapolis, Minn., 
for the best jeweler’s window of the year, an illustration 
of which is shown herewith. 

This window showed numerous clocks of all kinds, but 
they were carefully arranged, with no sense of confusion. 
A silver wreath adorned a large wall clock in the back- 
ground and on each side was a recess in which were 
placed banjo clocks and small, daintily modeled statuettes 
of Grecian figures. 

For the next three best jewelry store windows, awards 
were presented to the following: 

H. E. Heacock, Manila, Philippine Islands, for a 
unique arrangement of alarm clocks composed of a large 
dial with a small alarm for each numeral. 

Herschberg’s, corner East Ave. and Main St., Roch- 
ester, N. Y., for a display of mantel and boudoir clocks. 
The main feature of this window was the charm of the 
setting or window. 

William J. Bretz, Huntingburg, Ind., did not have a 
large window, but he used the space to advantage. 

Charles A. Crane, Wright, Kay & Co., 1500 Wood- 
ward Ave., Detroit, had a novel display that showed a 
replica of the Arlington Radio Station. 

The judges of the contest presented the first award 
of $100 to M. H. Luber, display manager, the Killian 
Co., Cedar Rapids, Iowa, for the outstanding clock dis- 
play of the year. P 


Window display of J. B. Hudson Co., Inc., that won $50 award. 
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O° Long and favorably known to leading jewelers as pro- : 
“ ducers of flat and hollowware of the highest quality, Frank 
ode 
= W. Smith, Inc., are embarking on an era of expansion fo) 
. which will further extend the high reputation of this - 
. company. : 
r < 
O More than ever before you will look to this old New me 
x England Sterling manufacturer for the kind of merchan- ‘a 
< dise which sells—and sells with satisfaction. < 
. To proved patterns many new and salable numbers are 4 
> being added. Merchandising materials to help in the re- 4 
= sale of Smith Sterling are in process. Many steps are i 
a being taken to make Smith Sterling increasingly valuable - 
< 
> to the retail jeweler. O 
> : ‘ 
O A comprehensive catalog backed by a large factory stock » 
. will help materially in building a greater appreciation of - 
8 this already well-known line and its service which is known 4 
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‘ as Smith Prompt Shipment. 4 
. We invite the opportunity of explaining in full the new : 
“3 and profitable opportunities afforded by the expansion of am 
. our line and policies. - 
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Distribution of Silver Sales in 1929 


WasuHincTon, D. C., March 13.—The Department 
of Commerce has just made public the statistics as to 
distribution of sales in the silverware industry in 1929. 
The report says: 

“Manufacturers of silverware sell principally to retail- 
ers. Of the total sales in 1929 amounting to $30,804,000, 
49.5 per cent, or $15,244,000, was made in that way. 

“The remaining sales were made as follows: 36.6 per 
cent, or $11,284,000, to manufacturers’ own wholesale 
branches; 11.7 per cent, or $3,594,000, to wholesalers, 
and 2.2 per cent, or $682,000, to commercial and indus- 
trial users. 

“Of the sales from factories, $1,175,000 was made 
through manufacturers’ agents, selling agents, brokers, 
and commission houses. 

“The report covers the sales of the 84 establishments 
engaged primarily in the manufacture of silverware 
(sterling), flatware (including cutlery), hollow ware 
(except electrical household appliances), novelties (except 
electrical household appliances), toilet ware, and other 
articles, and as such includes the distribution of $5,723,405 
worth of secondary products made by these manufac- 
turers. 

“Statistics relative to the 1929 shipments and deliveries 
of this industry showing quantity and value for each of 
the commodities shown above, and other facts on this 
industry are contained in the preliminary report of the 
Census of Manufactures, 1929, issued Oct. 18, 1930.” 


Summary—Sales by Manufacturers of Silverware, 1929 


Percentage Numbe1 


Selling Value 
of Sales of Plants 
1 


(F.O.B. factory) 


Total $30,804,000 100 % 84 
Sales to manufacturers’ own 
wholesale branches? ...... 11,284,000 36.6% 6 
Sales from Factories: 
To dealers 
Wholesalers ........... 3,594,000 11.7% 27 
eee 15,244,000 49.5% 63 
To commercial and indus- 
WE OMEN 6h nkkck cicsas 682,000 2.2% 9 
Volume of above sales made 
from factories through manu- 
facturers’ agents, selling 
agents, brokers, and commis- 
sion houses.” 1,175,000 3.8% 12 
1 The total number of establishments engaged primarily in the manu- 
facture of silverware is 84. Inasmuch as some establishments sell to 


more than one type of customer, this total is loss than the total of the 
figures shown below. 

2 This report does not cover the sales by manufacturers’ own wholesale 
branches to wholesalers, to retailers, and to commercial and industrial 
users, nor does it cover the sales of these branches through manufac- 
turers’ agents, selling agents, brokers, and commission houses. 


This report is preliminary and is subject to correction. 





Yale University Offers to Buy Church Silver 


A representative of Yale University has made an offer 
of $25,000 for the silver plate of the Old North Con- 
gregational church of Marblehead, Mass. The plate 
includes a number of choice pieces of early American 
silver, including some that bear the name of Paul Revere, 
the famous early American patriot and craftsman. There 
are, in the collection, four tankards, six chalices, one 
christening bowl and several bread plates. An offer for 
the silver was made 10 years ago, and was then refused. 

In addition to the offer of $25,000 for the complete 
collection of silver of the church, an alternative bid is 
made for three pieces of the silver service, the bid for 
these three pieces being $10,000. 
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Silver positively cannot 
tarnish in these... 





SILVERSEAL 


JARNISH PROG 


SILVERWARE 


CHEST 








Patent No. 1791594 


worn Suvee SSVER ween at mCUTNES 
ANT OSE 





Advertised in and guaranteed by 
Good Housekeeping,and approved 
by several thousand users 


You will be surprised 


if you will make a window display, and 
run an ad in your local paper, how many 
women there are in your community who 
are looking for something in which to 
keep the silverware they already have 
from tarnishing. 

THESE CHESTS ARE NOT TO DISPLAY SILVER IN 


Write for catalogue and prices 


Associated Silver Company 


4452 Ravenswood Ave., Chicago, also 
E. & A. Gunther Co., Limited, Brantford, Ontario, Canada 
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SERVATONGS 


To serve difficult things. Illustration about three 
fourths actual size. Sterling Silver, $10 per pair, retail. 








ina] 


WATSON 
Does IT 
again! 


b fmener is about this unique, but 


eminently practicable, service 
. “« -*? ol d . 
piece a try-1t appeal —— a desire to 
see how it works, 


This appeal makes sales by getting 
the merchandise into the buyer’s 
hands. Watson fine craftsmanship 
and beauty of design, and the cus~ 
tomer’s quick recognition of a truly 
serviceable article close the sale. 


Servatongs are another example of 
how Watson, being sales-minded, as 
well as sterling~minded, develops 
new ideas and designs to stimulate 


quicker sales and better profits. 


There are seven profit- producing 
flatware patterns in Watson Sterling. 
These are illustrated in a new Price 


List just off the press, which will be 


sent at your request. 


THE WATSON COMPANY 


Attleboro, Mass. 
New York Chicago 
347 Fifth Ave. 37 So. Wabash Ave. 


Los Angeles 
643 So. Olive St. 
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British Silver Exhibit at Buenos Aires 


Wasuincton, D. C., March 15.—Among the collec- 
tion of British silverwork which is being sent to the 
British Empire Trade Exhibit, at Buenos Aires, in March 
and April, is the ceremonial plate which was presented 
by the 12 City of London Livery companies to the Cut- 
lers’ Company of Sheffield in 1929. 

The composite exhibit, which has been arranged by 
‘several prominent firms, will represent the art of the 
British silversmith, past and present, by the most repre- 
‘sentative collection of pieces ever made for display abroad. 

Sixteen showcases, especially designed, will be placed 
in a central position at the entrance to the exhibition; a 
different phase of the industry will be displayed in each 
showcase. ‘There will also be reproductions of represen- 
tative historical types from 1500 to the present time, 
illustrative of the history of the craft. The products of 
Sheffield and Birmingham firms are represented prin- 
cipally, but no article will be shown as having been pro- 
duced by a particular firm. 





Kinsman Re-Elected Head of Towle Mfg. Co. 


NeEwBuRyYportT, Mass., March 5.—William A. Kins- 
man was reelected president of the Towle Mfg. Company 
at a meeting of the directorate following the annual 
meeting of the stockholders at the company’s offices in 
this city, Feb. 18. 

The directors and officers elected were as follows: Di- 
rectors, Henry B. Trask, chairman, John H. Balch, Jr., 
Harry F. Cole, Ernest Foss, Arthur L. Hobson, William 
A. Kinsman, Harold E. Nock, George W. Richardson, 
Henry M. Williams. 

Officers: President, William A. Kinsman; vice-presi- 
dents, Harold E. Nock, Claudius G. Pendill, Arthur L. 


Fuller ; secretary and treasurer, Jerome A. Hardy. 





Trustees of Cleveland 24 Karat Club Chosen 


CLEVELAND, Ou10, March 5.—The annual meeting 
and election of trustees of the Cleveland 24 Karat Club 
was held on the evening of Feb. 26 at the Hotel Winton. 
Hugh W. Beattie, president. 

Following the dinner the election of trustees took place 
and resulted as follows: Hugh W. Beattie, Ralph Har- 
burger, George L. Harding, H. Bruce McCague, A. J. 
Miller, George Nelson, Frank X. Russert. Heretofore 
there were thirteen trustees. After a discussion it was 
voted to reduce the number to seven. 

The new officers will be elected by the trustees in the 
near future. 

Following the business session there was a talk by Ted 
Robinson, “The Philosopher of Folly” of the Cleveland 
Plain Dealer which proved very enjoyable. 





Death of F. W. Brunswick 


Frederick W. Brunswick, 57 years old, former owner 
of Frederic’s pearl shop at 559 Fifth Ave., New York, 
died Feb. 19. 

Mr. Brunswick and his wife, Mrs. Anna Brunswick, 
were partners in the Fifth Avenue establishment, before 
he retired two years ago. 

Mrs. Brunswick now conducts the business. 
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Weights Good and Substantial 


Dozen 
Salad Forks (Individual) $18.00 
Coffee Spoons 8.00 
Orange Spoons 18.00 
Bouillon Spoons 18.00 
Ice Cream Forks 18.00 
Oyster Forks 15.00 
Butter Spreaders 20.00 


Retail Prices—Subject to Discount 
Repoussé hollowware to match. 


Matching odd pieces in Sterling Silver our 
Specialty. 


The Schofield Company 


Designers and Makers of Sterling-Silverware 
Joseph D. Little, Manager 
Baltimore, Maryland 


Established 1871 
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The Spring Mode 
Turquoise and Rose Quartz 


We are featuring Costume Jewelry in 


Rose Quartz, 


woman. 


Our necklaces, bracelets, earrings and 
various creations of the latest modes 
offer beautiful Jewelry at very moderate 


prices. 


Specialists in 
Costume Jewelry 
Made with 


Semi-Precious Stones 


Turquoise, 
Chalcedony for the smartly dressed 


Rose Quartz, Turquoise, Lapis, Chalce- 
dony, Carnelian, Green Onyx, Crystal, 
Amber, Jet, Topaz, Amethyst, etc. 


Lapis and 




















LEWY & COMPANY la 
329 FIFTH AVE. -- + - «+» NEW YORK =, Yl 
N E W 





Pat. Pend. No. 499618 


This Remark- 

~ able Piece of 

Tewelry Sells 

for the Price 

of an Ordi- 
nary Ring. 





Each ring has a removable top, either cut-out or 
with raised initials. When the top is on, it gives the 
appearance of enameled or raised initials, or beau- 

tiful pierced design. When it is removed, a plain 
or encrusted stone ring is shown. Many attrac- 

tive designs in signet, plain stone or emblem com- 
binations. Made in 14 K. and 18 K. Gold. 


Manufactured by M. Boros, Inc., exclusively. 


M. BOROS, Inc. 


102 Canal St. — Orchard 4-2426 — New York 


ahiemamreasey ABLE RINGS 











SILVER PLATE 
STERLING 
PEWTER 
ONYX 
TROPHIES 
ELECTRIC CLOCKS 


—_—5 


ALWAYS ON HAND FOR 
IMMEDIATE DELIVERY 


Ga 


J. W. JOHNSON 


ILVERWARE 
INCE 1869 


14 Maiden Lane 
NEW YORK 


1 W. 47th St. 















































Beefsteak Dinner to Be Held April 15 —_—— 


It was announced last week that the beefsteak dinner 
of the Jewelers 24 Karat Club will be held on the evening 
of April 15 at the Hotel Warwick, at 54th St. and Sixth 
Ave., New York, the scene of the last two dinners of 


| 
this kind. 
The affair, which is for members of the club only, is | 


in charge of a committee consisting of Fred Croselmire, 
chairman; Alexander Grabhorn and Lester Russell. Be- 
sides the usual fine dinner which the Warwick produces, 
the members are promised a remarkably fine entertain- 
ment. 





Jewelers of Washington State Oppose 
Sales Tax 

SEATTLE, Wasu., March 5.—The sales tax that would 
impose a 1 per cent levy on the gross sales of retail 
jewelry houses, as well as other lines of business, is 
being vigorously opposed by the jewelers of the Pacific 
Northwest state. Legislators are considering passage of 
this new bill viewed by business men as discriminatory 
and representative of class legislation of the most malig- 
nant type. 

An expression from Harry F. Arnold, president of 
Hardy & Co., Inc., leading jewelers in Seattle, Wash., 
is typical of general feeling on the part of many jewelry 
store owners, as well as other business men of the sec- 
tion, who feel that this tax would place the retailer at 
a great disadvantage as compared with other business 
houses in Oregon, or Idaho, adjoining States. 





Bigelow Kennard & Co., Boston, Reorganized 

Boston, March 4.—-A reorganization of Bigelow Ken- 
nard & Co., Inc., Boston jewelers, with several changes 
in the personnel of the company’s officers has been an- 
nounced. Alanson Bigelow, president of the company, 
has resigned to become chairman of the board of direc- No. 352A—15¥2 ins. high 
tors. Mr. Bigelow’s brother, Ernest A. Bigelow, a New 
York lawyer, becomes president, but will continue the 





practice of law in New York. Reginald C. Heath, treas- on d from a Hot-Water Urn Made “ 
/ urer since 1911, when the pany was incorporated, 
becomes vice-chairman of the board. Leo C. Graham, John Carter, London, 1775. 


assistant treasurer for the past 18 years, has been elected 
treasurer, and Edward T. Glover, general manager, who 
has been connected with the Bigelow Kennard company 


for 50 years, now is assistant treasurer and clerk. CURRIER 


Alleged Robbers Caught 


—--— 





Roy Sloane, youthful prodigy who recently argued his & 
way out of Sing Sing penitentiary on the strength of his | 
knowledge of law acquired while in prison, was arrested 
Feb. 18 and charged with being one of the three bandits ROBY 


who held up the office of Karos & Stein, jewelers, at 562 
Fifth Ave., New York. 

Three men entered the office, bound the proprietors SILVERSMITHS 
and workmen and_ were rifling the safe when the siren 
of a passing fire engine frightened them into fleeing. An 
alarm was sounded and the alleged thieves were caught 


in the lobby of the building, their flight being impeded 217 BAST 38th STRERT 


by an elevator boy who grappled with one of the men 


until the police arrived. At a hearing before Magistrate NEW YORK 











Mogilesky, Sloane pleaded not guilty to a charge of 
robbety. } : —— 
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FOR BETTER BUSINESS 


VISIT NEW YORK 






x 


50 
daily * 


eee Secures a fine room and bath-«-«- 
others at #3°° and $35° 
AT ONE OF NEW YORKS BEST HOTELS 


Tk BRISTOL 





438% ST. EAST OF B'WAY 4+ NEW YORK CITY 





4 New York Bank for JEWELERS 


Tue Market and Fulton Office of the Irving 
Trust Company has been associated with the 


jewelry trade for more than half a century. 


Because its officers keep in constant touch 
with changing business conditions and because 
they are thoroughly versed in the banking re- 
quirements of the jewelry trade, this Office is un- 
usually well equipped to serve as “a New York 


bank for jewelers.” 


MARKET AND FULTON OFFICE 


IrnviNG TrRusT COMPANY 


150 WILLIAM STREET 


Corner of Fulton 





OWNERSHIP MANAGEMENT -: T. ELLIOTT TOLSON, Pres. 


“The problem is to make incomes 
permanent. The problem of staple 
income for workers should be taken 
care of in a way similar to that which 
assures staple income on capital. Labor 
is a real partner in production under- 
taking and should be treated as such. 
Millions of workers out of employment 
ask for jobs. Retail merchants anxiously 
await the return of these wage earners’ 
money to buy.” 


From Survey by American Federation of Labor. 
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Metropolitan and Bronx Retail Jewelers Hold 
Banquet and Ball 


Retail jewelers and their wives numbering 300 strong 
attended the joint banquet and ball of the Metropolitan 
and Bronx Retail Jewelers Associations of New York, 
held at the Hotel Astor Feb. 22. Many prominent mem- 
bers of the trade were present, including Edwin F. Lilley, 
president of the A.N.R.J.A. The speakers were Mr. 
Lilley, Charles T. Evans, secretary of the A.N.R.J.A., 
David H. Greenberg, counselor for the Executive Board 
of Retail Jewelers Associations of New York, and Phineas 
Peters, chairman of the Executive Board. A. Landau, 
past president of the Bronx association, acted as toast- 
master. 

Mr. Greenberg presented two members of the New 
York police force with pocket watches as tokens of grati- 
tude for the apprehension of two thieves who recently 
molested a Bronx jeweler. 

The remainder of the evening was spent in dancing 
in the main ballroom. Fountain pens were the souvenirs 
for the gentlemen, while the ladies received attractive 
handbags. 





Levine and Fruchtbaum Plead Guilty 


Samuel Levine and Abraham Fruchtbaum pleaded 
guilty in the United States District Court on Feb. 24, 
before Federal Judge Francis G. Caffey, to concealment 
of assets and conspiracy to conceal assets from the re- 
ceiver and trustee in bankruptcy, as charged in the in- 
dictment returned against them last October. 

Levine & Fruchtbaum were formerly engaged in the 
manufacture of gold and platinum jewelry at 74 W. 
46th St., New York. They were petitioned into bank- 
ruptcy on Jan. 28, 1930, with liabilities of approximately 
$130,000 and assets, according to their books, of approxi- 
mately $38,000. The latter were later liquidated for ap- 
proximately $10,000. 

The bankrupts had made a statement to the National 
Jewelers Board of Trade as of Jan. 31, 1929, claiming 
total assets of over $106,000 and liabilities of about 
$56,000, or a net worth in excess of $50,000. Because 
of the discrepancy of over $140,000 as between these 
figures and the amount of assets and liabilities scheduled 
in the bankruptcy proceedings, seven creditors, represent- 
ing some $30,000 in claims against the bankrupt estate, 
applied to the Board of Trade for an investigation 
through use of its fighting fund. 

The case was in charge of Assistant United States At- 
torney Bernard Tompkins. Sentence is to be pronounced 


March 23 next. 





Death of Barnet Cantor 


The funeral of Barnet Cantor, retired jeweler and a 
founder of the New York Jewelers’ Benevolent Associ- 
ation, who died March 1, at his home, 570 Pacific St., 
Brooklyn, was held March 3, with burial in Washington 
Cemetery. 

He was born in Russia, was 65 years old and had lived 
in Brooklyn for 45 years. 

Surviving are his widow, Mrs. Tillie Cantor, and two 
daughters, Mrs. Rose Shapero and Mrs. Zelda Moss. 
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TRADEMARK 


THIS MARK 
SIGNIFIES OUR PRIDE 
IN OUR PRODUCT 


It is the equivalent of a guarantee that Poole 
Pewter is of the same weight and purity of 
metal and high order of craftsmanship that 
have distinguished our ware for thirty-five 
years. 


This national reputation, built by quality 
maintenance and fostered by national adver- 
tising will bring to your door customers who- 
desire not “pewter” but fine pewter. And 
it brings more profit and prestige for you. 


Send for your copy of the Poole Catalog: 
showing many pieces which will find a ready 
sale to those who appreciate the best. 
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SILVER COMPANY 


MAKING FINE PEWTER FOR 35 YEARS 
TAUNTON, MASS. 


BOSTON. _-. NEW YORK  - CHICAGO - SAN FRANCISCO: 
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WATERFORD GLASS --- 


. .. . + No mere imitation but the same as produced by our 
Irish ancestors whose fine 
traditions are faithfully 
carried out in our Corning 
factory 


l4 














J. vt 


HAW KES 











Write for our new illustrated 
Brochure on Waterford Glass 


Just Published 


T.G. HAWKES & CO. 


CORNING, N. Y. 


Makers of Rock Crystal Glassware for Over Half a Century 


Pacific Coast Office 


New York Office 140 Geary St. 
San Francisco 























542 Fifth Avenue 








Pertinent Points 
In Promoting Pertume 


O OO 0 





by 
GERTRUDE H. GOULD 
Jewelers’ Gift Dept.—Coty. 


Ask the average jeweler 
what he knows about perfume and he usually makes some 
humorous retort. If you are his friend he may admit 
that he likes to smell the perfumes on his wife’s dressing 
table. He may even confide that he occasionally puts a 
drop on his handkerchief. On birthdays or wedding an- 
niversaries he presents his wife with a flacon because he 
knows she likes perfume but he himself “doesn’t know 
one perfume from another.” 

This lack of knowledge, fortunately, does not affect 
the jeweler’s sale of perfume, for national advertising 
has made women familiar with the various perfume 
odeurs and has educated them on the odeur that will best 
enhance their personality, be they blonde, brunette or 
titian. They know the correct odeur to wear with sports 
clothes—with formal clothes—the odeur that will com- 
plete each ensemble. Three or four different flacons 
adorn their dressing tables. Mother does not use the 
light debutante-y odeurs of her daughter, nor does grand- 
mother choose the heavier odeurs of her married daughter. 

Now that perfume is included in every well-equipped 
jeweler’s gift department, it would certainly be ad- 
vantageous to the jeweler to know something about per- 
fumes, so that he may the better serve his clientele by 
making recommendations for gifts or in introducing them 
to new odeurs, for themselves. 

Perhaps the easiest way to sell perfume is to let the 
customer smell the odeurs. The olfactory organs quickly 
decide the choice. But there will always be customers 
who are open to suggestions from the jeweler. ‘They 
want a perfume for an elderly aunt or a young girl who 
is just graduating from high school. One young man 
wants a perfume for his sweetheart—an exotic Spanish 
type. What does the jeweler recommend? 

He will soon find that perfumes fall into three classes 
—the light, the medium and the heavy. The light odeurs 
are generally floral odeurs, suitable for young girls and 
elderly ladies. The floral odeurs are also widely used in 
the summertime by women of all ages. They like the 
daintiness it adds to their gay chiffons, prints and sports 
clothes. Many women choose the floral odeurs to scent 
their lingerie and handkerchiefs. 

The medium perfumes are usually chosen by the young 
business and society woman who must be well-groomed 
at the office, the afternoon bridge party, the matinee. 
They are the perfumes for daytime wear. 

The heavy odeurs, as one might suppose, are most 
suitable for the sophisticated young woman or the society 
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PERFUME PREFERENCES 


Here are the perfume preferences of various 
types of the feminine sex. Light floral odeurs 
appeal to young girls and elderly ladies, and are 
used by women of all ages in summer; medium 
perfumes are chosen by the young business and 
society woman for daytime, at the office, the 
tea and the matinee; the heavy seductive odeurs 
are most suitable for the sophisticated young 
lady or the society matron and used with eve- 
ning clothes at the —_ theater and supper 
club. 


matron. They are the odeurs for evening clothes and fur 
wraps. Our smart young woman dressed for the opera, 
the theater or the night club adds the last note to her 
costume elegant with some heavy seductive odeur. 

These perfume pointers are for those jewelers who 
will want to make the sale of perfumes as much an art 
as they have made the sale of diamonds and silverware. 
These pointers are not essential to the successful sale of 
perfumes. National advertising has done that job for the 
jeweler. It is easier to sell perfume than many of the 
other lines the jeweler now carries. But the jeweler has 
always been more than a merchant and will surely be 
fascinated and well repaid by his researches into perfumes 


—that most romantic of gifts. 
Wile there are 


no hard and fast rules for selecting the proper perfume, 
the more one studies the subject, the more expert one be- 
comes in perfume subtleties, and the more valuable are 
the recommendations. The jeweler can make a friend 
for life should he succeed in suggesting the right floral 
odeur to enhance the inherent gentleness of an otherwise 
flamboyant and aggressive woman, or the particular heavy 
odeur which will instill confidence in a woman who is not 
fully aware of her charm. Consider the romance that he 
can bring to some busy housewife with a well chosen 
sensuous odeur, or the vivacity which some gay odeur will 
encourage in a young woman suffering from an inferiority 
complex. 





Chicago Gift Show to Be Held Aug. 3 to 8 


The Gifts, Art Wares and Novelties Association an- 
nounces the Tenth Annual Chicago Gift Show which is 
to be held on the second and fifteenth floors of the Mer- 
chandise Mart, Aug. 3 to 8. 

Careful plans are being made for the Summer Show. 
Advance reservations are coming in fast. Many were 
made during the Spring Show. It is expected that a large 
number of buyers from all sections will attend. 
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ow Is the Time to Set a Table 


A table in your siore set with glassware as 
it would be in the home is always intriguing 
to your customers. Now is a good time to 
arrange such a table, for impetus in spring 
glassware sales and to tie in with the national 
advertising of Heisey ware in the Saturday 
Evening Post. 





HITCH YOUR STORE 
TO “THE POST” 


The national campaign for Heisey’s Glassware in 
the Saturday Evening Post, which started with a 
page in the March 14th issue, is your advertising. 
It will be read by hundreds and, in many cases, 
thousands of your own customers. It reaches the 
“Who’s Who,” the intelligence and buying power 
of your community. Hitch your store to this 
campaign and you will be tying in with the most 
far-reaching advertising program ever sponsored 
by Heisey. You can do so with all the assurance 
in the world! Substantial, solid, always depend- 
able as a selling influence. That’s THE POST! 











Place the table in a prominent spot in your 
store. Use the Heisey items you have in stock 
Show the 
Heisey sign so your display can be readily 


identified. 
A wonderful way to get added publicity for 


to carry out its appointments. 


your store is to have a woman of local reputa- 
tion as a hostess set the table for you. You can 
feature that in the newspapers and display 
cards. She will tell her friends and that will 
bring others to your store. 


Stores everywhere are showing Heisey 


tables. Don’t overlook displaying yours now. 


A. H. HEISEY & COMPANY 
NEWARK, OHIO 


C1S Cys 





GLASSWARE for your table 
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MODERN CARVED 
CRYSTAL. 


MODERN CUT AND 
ENGRAVED CRYS- 
TAL. 


FINE CARVED CRYS- 
TAL DONE FROM 
LIFE. 


The Renaissance of Fine Crystal Glass 


By Samuel Hawkes. 


Fine crystal glass in its 
varying forms and decorations has always been an impor- 
tant part of the jeweler’s line, and time was when the 
popularity of richly cut glass was so great that no jeweler 
could be without it. The inevitable then happened. 
This very popularity forced cheaply made cut glass upon 
the market to such an extent that the product, shorn of 
much of its beauty, fell into the discard, and, styles 
changing, other means and motifs of glass decoration were 
adopted. 

Today, the transitive period is passed. Fine glass has 
come into its own, especially excellent American products. 
It now seems essential for the jeweler to “know his 
crystal.” He should surely know more about fine glass- 
ware than does the customer to whom he sells. He 
should think of glass as unlike any other material, and 
in its many forms, as being quite indispensable to us 
humans, for without it our comfort, science and very 
civilization could not continue. How fast could we drive 
our motor cars without their windshields? And our 
homes without windows would be unthinkable. The 
trafic on our highways and railroads is controlled by the 
colored glass semaphore, and the masthead lights on ships 
and the lighthouses on rock-bound coasts are the beacons 
of the mariner. Reflecting lenses in great telescopes 
draw the universe to normal vision. 

Perhaps you never thought of glass as a liquid, but it 
is a rigid liquid, cooled through its natural freezing point 
by annealing; in other words, it must be allowed to cool 
so slowly that it sometimes takes a week in the kiln for 
the bow! on your table to have passed through this deli- 
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cate process. Metals like gold, silver and iron, when 
melted and cast, pass in a few minutes through their 
freezing points without injury. On the other: hand, 
glass, if allowed to cool naturally, would immediately 
fall to pieces, but once annealed may last for thousands 
of years. We now see at least one of the many reasons 
why glass is not at all like any other material. 

What we, as jewelers, are most interested in, is the 
fine American crystal of the present day, for this fine 
crystal surpasses any heretofore made and lends itself so 
well to decoration. See in your mind’s eye, or, better still, 
in reality, a service of cut or engraved polished crystal 
gems of the table, imbued with high refractive power. 
They sparkle and gleam, catch the light and glisten like 
a myriad of jewels. Great painters on canvas or sculp- 
tors in the finest Cararra marble have but a cold sub- 
stance with which to express and interpret their art, 
while the carver of fine crystal glass works in a substance 
of warmth and fire—one that radiates its loveliness to all. 


| should study crystal 
because in so doing they will find that they can indeed 
glorify the fine modern product which is at this very 
moment moving rapidly into a_ renaissance—a fitting 
tribute to American artists in glass. 

You will be well satisfied with your returns if you will 
select the products of those makers who strive for qual- 
ity, for few things are more highly prized than really 
fine crystal, and the worthy pieces which your customers 
collect today will be, by them, handed down as the heir- 
looms of tomorrow. 
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EGYPTIAN BRASS AND BUTLER FINISH 


No. E3034%. 2 Light Electric, 
No. 122-17 inch Camden Shade, 
No. E3034%. 3 Light Electric, 
No. 122-17 inch Camden Shade, 


“Garden of Allah” Decoration 
Height overall, 25% inches. 


The Pairpoint Corporation 
New Bedford, Mass. 


43-47 West 23rd St. 
228 Coristine Building, 
150 Post St. - 


- - New York City 
St. Nicholas St., Montreal, Can. 
- - San Francisco 


Manufacturers of: 


CRYSTAL and COLORED 
GLASSWARE 


SILVER-PLATED 
HOLLOW WARE 


PEWTER 


PRIZE CUPS—TROPHIES 
FINE ARTS—LAMPS 
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BAVARIA 
TIRSCHENREUTH 


One of our 

many fine 

china short 
lines that can 
be successfully 
sold with silver 
Hollowware. 
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A Complete Assortment on Hand for Immediate Delivery. 


PAUL A. STRAUB @& CO. 


105-107 FIFTH AVE. AT 18TH STREET. 


NEW YORK 
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New York Gift Shows Buying Centers 


Auguring a profitable spring business in the gift line, 
manufacturers and importers exhibiting at the Art-in- 
Trade show at the Hotel New Yorker, the week of Feb. 
23, reported an encouraging volume of sales to jewelers. 
Popular priced items were shown preference and the in- 
dication is that volume rather than price is the goal to 
be aimed at this year. Over 100 manufacturers and im- 
porters were represented. 

Outstanding among the exhibits were the displays of 
Danish pewter, silver deposit glassware, leather goods, 
Mexican blown glass and pottery, etchings, color prints, 
and imported miniatures applied on ivory. 


One of the most successful Spring Shows ever held 
by the National Gift and Art Association attracted 
more than 1300 gift and artware buyers and retailers to 
the Hotel Pennsylvania during the same week for the 
New York National Spring Gift and Art Show. Prac- 
tically every State in the Union. was represented in the 
large number of visiting buyers registering for this show. 

An entire floor was given over to the many exhibits 
and displays of the newest creations in gift and artware 
merchandise, home decorative materials, and kindred lines. 

Many new exhibitors appeared at the show. Prac- 
tically all of these exhibitors will appear again at the 
National Fall shows. 





Massachusetts Convention at Boston 


Boston, March 10.—The annual meeting of the 
Massachusetts Retail Jewelers’ Association, embracing 
also the State of Rhode Island, will be held at the Hotel 
Statler, March 24 and 25. 

All New England jewelry manufacturers and silver- 
smiths have been invited to exhibit their lines but whole- 
salers and retailers will not be expected to buy. 

One of the speakers will be President Frank Palmer 
Speare of Northwestern University. 





Eugene O. Bernard Must Face Trial 


A four-year search for Eugene O. Bernard, formerly 
in the jewelry business at Tupper Lake, N. Y., came to 
an end last week in Houston, Tex. 

Bernard was indicted by the Federal Grand Jury in 
October, 1927, on the charge of having sent a false finan- 
cial statement through the mails in order to obtain credit. 
The indictment, however, remained sealed until his ar- 
rest on Jan. 31 last. His apprehension was the result of 
investigations made by George C. Craft of the Fraud 
Prevention Department of the National Association of 
Credit Men. 

Bernard’s indictment grew out of an investigation of 
the circumstances surrounding his bankruptcy conducted 
by Sternberg & Rosen at the instance of the National 
Jewelers Board of Trade. 

On Feb. 9, 1931, Bernard was arraigned at Albany 
and released in bail of $5,000. His trial, which will be 
in charge of Assistant United States Attorney Floyd S. 
Spangle, is set for April in Syracuse. 
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7643 
OBLETS .. . eye appeal and price ap- 
peal . . . an excellent means of in- 


creasing your clientele and speeding your 
turnover 


No. 7662 line, decorated ‘‘Majestic’’ rock crystal, care- 
fully and expertly done. Best grade all crystal chalice 
bowl on slender, fancy, shapely stem. No. 7653 line, 
decorated ‘‘Marco,’’ silvery plate etching, bordered 
with platinum in harmony. All crystal; tall, graceful 
shape; carefully designed spiral stem; bowl flared but 
symmetrical. No. 7643 line, decorated ‘‘Vernay.”” Ritz- 
Blue bow] with crystal stem and foot; low Old English 
shape combining quaintness of Fifteenth Century with 
modern smartness; platinum encrustation that stays 
bright and shining . . . a high-priced metal brought 


to a salable price level. 


MORGANTOWN GLASS WORKS 
Morgantown, W. Va. 


Our representatives cover the country 





derate prices 
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MESSAGES THAT 
WILL SPEED UP 
YOUR SALES! 






Time, April 6; Business Week, April 15; Advertising & Selling, April 1; 
Sales Management, April 4; Printers’ Ink Weekly, April 16;. Nation's 
Business, and Printed Salesmanship, April. Reaches 802 000 executives. 








Always in tvoed deste 


’ . v ] 
Genuine Engraved 
Oo 


- 
Stationery 


Ln 


irculation for this ent, in 
_ Cosmopolitan, National Geographic, and Junior League Magazine. | 





ROSPECTS pre-disposed toward a product 
oe national advertising are more easily 
sold and more satisfied with their purchase. That 
is why it pays to tie in with this aggressive cam- 
paign on Genuine Engraving. And just as Genuine 
Engraving enhances the user’s prestige, so it will 
increase your own prestige—and your profits, too! 
ENGRAVED STATIONERY MANUFACTURERS ASS’N 












PHOTO PORTFOLIOS 


That Will Appeal 
to Your Customers 


: AN IDEAL 

GIFT NUMBER 

in 

Various Sizes 
10x12, 12x15, 14x17 


Also Made Up in 
Special Sizes to suit 
the demand of your 
clients. 


Kp oo ewe oe eee OO RO OEE pert 


Available in florentine 

leather, fine moroccos 

and crushed calf in pas- 
tel shades. 


be 





Also 
Desk Sets, Waste Baskets, Letter Trays, Portfolios, 
Photo Albums, Book Ends, Jewel Boxes, Poker and 
Bridge Sets, Humidors, Cigar and Cigarette Boxes, 
Photo Frames, Dictionaries, Photo Boxes and Tele- 
phone Book Covers. 
FOLDING TRAVELING CLOCK CASES ANY SIZE 
For Further Information Write Dept. J 


FLORENTINE CRAFT CO. 
54 W. 21st STREET NEW YORK 
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— clocks 
A Work of Art <i 


KING’S ENAMEL & 
7 WEST 45th ST. 


A product of su- 

workman- 
face 
ck with enamel 


er 
nd 


onyx base, 
or without 
jade, 
rnelian, crystal 


y 
Z 


one 


Ww 


in enamel 


SILVERWARE, INC. 
NEW YORK CITY 














12x10 onyx—No. 2200 
io Made in two initials only with 
Made with two or three initials. plate for diamond—$7.00. With 
$11.00 Net 5 point diamond—$12.00 Net. 


We are the originators of these modernistic rings. 
Modernistic Onyx Initial Rings 
24 Hour Service 
The above rings can be had in 14K Green, Yellow or White Gold, 
They are set in black onyx upon which the initials are securely set. 
Watch next month’s issue for a few more of our leading designs 


RABINOWITZ & KATCHER 
PO ine sarin, a a 
JOhn 4-5052 


4 16x12 onyx—No. 1900 


























Illinois Convention at Peoria April 6 and 7 


The twenty-fourth annual convention of the Illinois 
Retail Jewelers’ Association will be held in Peoria on 
April 6 and 7. The convention headquarters will be at 
the Hotel Pere Marquette. The jewelers of Peoria, 
under the able chairmanship of Charles L. Crawford, are 
enthusiastically working to make the meeting more suc- 
cessful than any we have had before. 

The program has been arranged to give ample time 
for discussion of the speeches and for the consideration 
of the problems of jewelers present. ‘Two general topics 
have been chosen for the coavention. Monday after- 
noon will be given over to the subject of “Merchandising 
and Advertising.” ‘The speakers will be R. W. Bolles 
of William A. Rogers, Ltd., and an advertising expert 
from Peoria. The Tuesday morning session will be de- 
voted to financing and accounting. The discussion will 
be led by John H. Detrich. 


Tuesday afternoon will be an executive session 





British Buy More German and Fewer American 
Clocks in 1930 
Wasuincton, D. C., March 5—Alfred Nutting of 


the American Consulate, London, in a report states that 
British imports of clocks increased in quantity and in 
value during 1930, although the outstanding growth in 
imports from Germany was accompanied by a decline in 
shipments from America and other countries. 

Compared with 1928, German imports increased by 
over a million clocks, although the increase in value of 
the shipments was less than one-sixth. In connection with 
the marked decline in imports from the United States it 
is noteworthy, says the report, that the average import 
value of American, clocks in 1930 was $1.90, whereas 
it was only $0.70 in 1929 and $0.72 in 1928. For these 
same three years the average value of German clocks 
was $0.86, $0.71 and $0.68 respectively, and from France 
the average value was $0.98, $0.96 and $0.85 respectively. 

Total clocks imported into the country last year 
amounted to 3,694,296, valued at $2,698,839, compared 
with 2,949,163 in 1929, valued at $2,249,014, and with 
3,093,439 in 1928, valued at $2,656,102. 





France Honors U. B. P. Head 

For services to France during the World War, the 
French Government has made Andrew C. Pearson a 
Chevalier of the Legion of Honor. 

Mr. Pearson is chairman of the United Business Pub- 
lishers, Inc., president of the National Publishers’ Asso- 
ciation, and national chairman of the American Pub- 
lishers’ Conference. 

Though this honor is usually conferred for distinguished 
military service, it is occasionally bestowed on a civilian. 
The honor is symbolized by a decoration which consists 
of a medal suspended from a crimson ribbon. One side 
of the medal bears the inscription, ‘““Republique Francais— 
1870,” and the obverse side “Honneur et Patri,” sur- 
mounting crossed French flags. 

Major Georges Thenault, Military Attache of the 
French Embassy, presented the decoration on behalf of 
his Government at a luncheon ceremony in Washington 
on Monday, Feb. 23. 
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INC 


A Market Place 
Where Low Prices Prevail 


GENUINE ANTIQUE SILVER 
OLD SHEFFIELD PLATE 
ANTIQUE JEWELRY 


MODERN USED SILVERWARE 
AND JEWELRY 


| Constant buying and frequent 
| importations permit an unusually 
wide selection at all times. 


Inquiries for Special Pieces Solicited 
—_e_ 


1348 AND 1358 SIXTH AVENUE 
Cor 55th St. and Hotel Warwick (54th St.) 


NEW YORK 
(3781 
Telephones Circle 7 ae 
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') JEWELERS! 


THE FAMOUS 


HAPPY HOUR 
HIGHBALLS 


AT ONLY 


Per Doz. 


This Is the First Time These Glasses Have 
Been Offered at This Unusually Low Price. 


Get Yours Now and Scare Depression. 


F. PAVEL & CO. 


15 W. 37th St., pac 
New York, N. Y. 7.8791 


Branch Showroom—Suite 607, 
Brunswick Bldg., 225 Sth Avenue, N. Y. 


Own Glassworks 
BOR-HAIDA 
Czechoslovakia 


Representatives 


J. W. Bakster, Inc., Rm. 1511, Merchandise Mart, Chicago, Ill. 
W. F. R. Turner, 1601 W. 48th St., Los Angeles, Cal. 
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ILLINOIS-HOWARD 


HADLEY~STURDY- CLAP-WADSWORTH 
WATCH ATTACHMENTS~— 


S73) NEW HAVEN-WESTINGHOUSE 


1015 CHESTNUT STREET 


PHILADELPHIA ~ ~ ~ PA. 





TIMERS SYNCHRONOUS ELECTRIC CLOCKS 













CLOCKS 
















TO GET NEW TRADE! 


Send for our new 1931 catalog 
of standard store fixtures. 


F. C. JORGESON & COMPANY 
es 159-167 No. Racine Ave., Chicago, Ill. 


F. C. Jorgeson Gan pany — 


lis aed FIXTURES always bring 

new customers. A new dress 
for the store interior puts new life 
into business. 48 years’ experience 
serving the jewelry trade has proven 
it tous. Send for our enlarged 1931 
Catalog of Standard Display Fixtures, 
just off the press. Contains many fix- 
ture suggestions and display ideas 
that will be of help to you. Before 
remodelling, ask our advice, save 


money, and get better results! 





Chicago 
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| Boys on-the. 


Jewelers’ Fraternal Association 
Holds Annual Meeting 


Jerome L. Grant, of 307 Fifth Ave., is 
the newly elected president of the Jewel- 
ers’ Fraternal Association as a result of 
the elections held March 12 in the 24 
Karat Club rooms, 15 Maiden Lane, New 
York. Al Betz was elected vice-president, 
and William Underwood reelected sec- 
retary and treasurer. 


Maiden Lane Outing Club 
Elects Officers 


The annual meeting of the Maiden 
Lane Outing Club was held Friday, 
March 13, in the rooms of the 24 Karat 
Club, 15 Maiden Lane, New York. Re- 
ports of the officers were read, after 
which the following officers were elected 
to serve during the ensuing year: Presi- 
dent, J. Harry Anderson; vice-president, 
John Wirth, and secretary and treasur- 
er, Jerome L. Grant. 


Charles T. Dougherty, head _ of 
Charles T. Dougherty Co., Inc., 7 W. 
45th St., is passing a winter vacation in 
Florida. Snap shots sent to friends 
show Mr. Dougherty landing a prize 
winning fish. 

New lines for traveling salesmen who 
represent to New England manufacturing 
jewelry houses are now being made up, 
and the salesmen will be starting on the 
road in about two weeks. 


Samuel Neubarth, who has been iden- 
tified with the jewelry business for more 
than 30 years, is now opening offices at 
28 John St., New York, under the name 
of National Precious Metals Co. He will 
specialize in assaying, smelting and re- 
fining precious metals for the trade. Mr. 
Neubarth has been identified in the past 
with the Carter Howe Co., J. A. & S. W. 
Graubery, Wordley Allsopp & Bliss Co. 
and other houses. Mr. Neubarth has 
been a traveling gold buyer for the past 
10 years. 

George A. Schuetz, formerly salesman- 
ager and vice-president of the Traub 
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Manufacturing Co., has opened an office 
at 576 Fifth Ave., New York. 

Harold R. Greenwald is now repre- 
senting Max S. Greenwald, Inc., import- 
ers of watches and clocks, in the New 
York and eastern territory. 

Arthur F. Uhlig, formerly of the Gothic 
Watch Co., is now in the employ of the 
B. & O. Chain Co., Inc., 91 Sabin St., 
Providence. 

E. R. Bennett announces that he has 
made connections with Troob & Degman, 
Providence, and will handle their line in 
connection with his other lines that he 
has represented for some time in Chi- 
cago. Mr. Bennett calls on the wholesale 
trade and has offices in 29 E. Madison St. 


Benn Gould, formerly with H. & E. O. 
Belais for 13 years, is now in the whole- 
sale diamond and jewelry business at 580 
Fifth Ave., New York. 

M. B. Kling, of the House of Jades, 
has returned to his offices at 65 Nassau 
St.. New York, after an extended trip 
through the southern territory. 


In order to promote closer cooperation 
and cement the ties of his organization 
more firmly, E. V. Saunders, manager of 
the western division of the International 
Silver Co., is sending his entire north- 
west contingent of salesmen for a tour of 
the Southern California territory. They 
go as guests of the Los Angeles branch 
and the northwest representatives will be 
introduced in that territory by the corre- 
sponding key-men of the different sub- 
sidiary companies. On Feb. 24 Mr. Saun- 
ders gave a dinner at the Bohemian Club, 
San Francisco, in honor of A. L. Zeitung, 
director of the flatware manufacture of 
the corporation, and C. C. Gabel, assist- 
ant manager of the 1847 Rogers Bros. 
branch. There were 28 places laid at a 
table, which represented a veritable gar- 
den of California spring flowers on a 
green satin cloth. In addition to the two 
executives from Meriden, the entire sales 
personnel of the Western Division of 
eight states was present, as follows: E. 
V. Saunders, L. D. Lumbard, E. M. Ber- 
nard, P. C. Paulsen, J. D. Bridges, S. A. 
Maschio, W. Meinhardt, C. C. Brooks, 
R. W. Avery, D. C. Jensen, F. M. Bald- 
win, G. M. Donnally, L. A. Schultz, C. J. 
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Stewart, E. C. Fessel, L. F. Beaulac, J. 
K. Venable, H. Capell, E. G. Jackson, 
H. L. Alber, E. C. Berry, A. O. Jensen, 
C. J. Branstead, J. W. Hogan, Drury 
Saunders and Mrs. Edwin A. Bachelder. 
Robert Miller of Méiller-Steinau, San 
Francisco, Cal., has just returned from 
the east, and he has appointed as rep- 
resentative in New York Arthur Deutz, 
303 Fifth Ave., and at Chicago Robert 
Bauer, 55 E. Washington St. 
Consideration is being given by the 
Trunk Line Association of a plan to sell 
mileage books at wholesale for the bene- 
fit of traveling salesmen. The plan, 
proposed by the National Council of 
Traveling Salesmen’s Associations, fea- 
tures the sale of mileage books at a dis- 
count to the trade associations repre- 
sented, which in turn will reissue them to 
the travelers, according to W. G. Adams, 
managing director of the council. 


Death of Solomon Toepfer 


Solomon Toepfer, of S. Toepfer, 45 W. 
45th St. New York, diamond importer, 
died suddenly Feb. 17 at his home, 714 
W. 181st St. 

The deceased was well known among 
members of the trade, having been a 
traveling representative for the past 18 
years. 


Prices of Silver Bars 


U.S. 
Government Nex 
London Assay Sell- York 
Date Official ing Price O ficial 

Feb. 16 12% 28% 25% 
Feb. 24 12% 2914 27% 

Mar. 3 12% 293% 27 
Mar. 11 1378 32% 30% 


Platinum Market 


Platinum prices, as of March 11, were 
officially quoted as: 


Soft aes $30 
Containing 5 per cent iridium 36 
Containing 10 per cent iridium 42 
Iridium ....... 150 
Palladium 22 
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“APEX” 


Have now in stock full line of 
Ladies’ and Gents’ Braided 
Leather Watch Straps, in 
colors 


BLACK, FY 
BROWN, Ae 7 
TAN, y 
TAN and 
BROWN. These 
GREY and oes 
BLACK, had with or 
LT. GREEN. without assem- 


blies in %@” size 
for ladies and %” 
size for gents 
watches. 


Also full line of watch 
4 straps for stationary or 
removable lugs. 


Apex Leather Goods 
and Novelty Co., Inc. 


72 N. 4th St., Philadelphia, Pa. 























Discriminating 
Women 
Prefer 












WATCHES with 
individuality and 
smartness in their beauty 
of design. Women are searching 
for and are always captivated by the 

enthusiastic loveliness of the Platinum, 
Diamond Baguette Watches. 


May we show our complete line together with some 
startlingly beautiful 


BRACELETS, BROOCHES and RINGS 


Quotations promptly given. 


REINER & BERKOW, INC. 
44. West 48th St. New York 
Telephone: Bryant 9-9259 








Announcing 


the organization of 


the 


Diamono Wenowe Ring Co, 


Manufacturers of 


FINE WEDDING RINGS 





Complete Line 
of 
Every Type Wedding Ring 
Mounted and Unmounted 











22 West 48th Street, New York 
I. RICHMAN, Mgr. 


Tetepho ace BR ypaeantete 9 +690 6's 


















PLATINUM 
RING FINDINGS 


FOR THE MANUFACTURER 


FOR 
SAMPLES 





KARBLY PLATINUM 
RING FINDING CO. 


9-11 Barrow St., New York, N. Y. 


WILL FURNISH ALL THE FINDINGS 
\( MANUFACTURED BY KARLAN & BLEICHER, INC. 
in 10% IRIDIUM or SPECIAL PLATINUM _- 
FROM STOCK 
AS WELL AS EXCLUSIVE 
PLATINUM DESIGNS 


\o for Our Cireulars 
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Stein & Ellbogen Co. Telechron Distributors 


The Stein & Ellbogen Co., 55 E. Washington St., Chicago, 
has been appointed authorized distributors of Telechron self- 
starting, synchronous electric clocks and Revere chime-strike 
clocks. 


B. F. Crawford Introduces Watch Cleaner 


The B. F. Crawford Co., Terre Haute, Ind., is placing on 
the market a non-inflammable liquid watch cleaner which is of 
interest to watchmakers everywhere. 

The company points out that the cleaner will not injure the 
objects cleaned and is safe to use. 


New Parker Pens 


Reports from advance showings of Parker’s new black and 
burgundy red in duofold pens and pencils are excellent. 

According to leading dealers, the definite trend toward more 
conservatism in fountain pen colors, makes very timely, this 
new color combination which combines the richness of deluxe 
pens with the dignity of jet black. 


Gorham Hunt Club Window Display 


The Gorham Co. is introducing a new traveling display fea- 
turing Gorham’s outstanding pattern—Hunt Club. 

The display consists of: (1) Hunter’s pink flannel, (2) 
mounted fox head, (3) silhouette rider and dogs, hand painted, 
(4) electric fash sign, (5) electric rotary turntable, (6) Hunt 
Club display card, (7) chest display card, (8) six red blocks. 

Instructions are given for setting up the window display. 
The display is to be rotated from store to store. 


Holmes & Edwards Featuring Unique Dealer Aid 


A unique and different merchandising idea is presented to 
the trade in the form of a replica of an inlaid blank which 
Holmes & Edwards is going to attach to every set before it 
leaves the factory. Now, wherever a set of Holmes & Edwards 
inlaid is placed before a prospective buyer, the inlaid story is 
always in plain sight, and so simply told that even the most 
casual onlooker will understand. 

The replica of the inlaid blank is made of composition, cov- 
ered with silver-foil, and looks precisely like a teaspoon blank. 


Telechron Clocks to Be Featured in the Movies 


Telechron electric clocks will be starred in the movies in 
March with the release of the RKO picture, “Behind Office 
Doors,” featuring Mary Astor and Robert Ames. Through an 
arrangement made by the company, of Ashland, Mass., with 
Radio-Keith-Orpheum and Pathe, modern clocks appearing in 
the scenes of motion pictures produced by these companies in 
1931 will be Telechrons. 


“Corona” Introduced by Gemex Makes Progress 


With the remarkable ability to withstand the most vigorous 
wearing as well as laboratory tests, Corona, the new “gold 
encasement,” has been introduced by the makers of Gemex 
watch straps. Corona “gold encased” watch attachments suc- 
cessfully withstood the most severe salt spray and acid and 
wearing tests before the process was adopted for the trade. 

Corona is a special type of encasement process that covers 
every minute, exposed part with gold. It has been perfected 
to such a degree that it leaves no part exposed to wear. 
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In the Merchandise Market 


Barbara Design in Tudor Plate 


The Oneida Community, Ltd., Oneida, N. Y., has just an- 
nounced a new design in Tudor Plate—the Barbara—which is 
being offered to the jewelry trade at this time. 

Last year the Skyline struck right at the craze for things 
modern—speed, color, dynamic lines, skyscrapers. It was a 
success. 

This year the Barbara is again vitally up-to-date, but it also 
appeals more intimately to the young woman’s vivid interest in 
herself. The pattern, with its long sweeping lines and modish 
ornamentation, the setting (chests, trays, boxes), and particu- 
larly the advertising, suggests silverware which just naturally 
belongs to the young women of the time—should be in her 
home. 


Lindbergh’s New Aviation Watch 


A new departure in navigation timepieces is one just com- 
pleted, according to specifications made by Col. Lindbergh. It 
is, according to the Colonel, a great improvement, and will be 
a time-conserver of great value in flying. 

The especially interesting new features of this timepiece in- 
clude a special movable bezel which allows the watch to be set 
to the second, according to a radio tick at any time during the 
day. This special movable bezel also allows the change of the 
timepiece for equation of time according to the Nautical 
Almanac. 

The announcement of the new watch was made by the A. 
Wittnauer Co. 


New Wallace Pewter Line 


In striking contrast to a trend toward marketing a grade of 
pewter that will meet the price readjustment but at the same 
time sacrificing quality of products, R. Wallace & Sons Mfg. 
Co., Wallingford, Conn., has adhered to its policy of producing 
only high quality goods in creating its new line identified as 
“Fine Arts Pewter,’ which has several improvements over the 
earlier line. 

In its favor are lowered manufacturing costs which permit 
prices that are most attractive. The well known Wallace 
quality standard has not been lessened one iota because a 
reputation for quality, for honest goods priced right, is too 
priceless to destroy for temporarily greater profits. 

The new finish is known as “MIRRO,” the standard Wallace 
finish still being made. 


International Silver Co.’s Advertising Plan 


The International Silver Co. has announced a plan of ad-. 
vertising for 1931, totally different in many ways from any- 
thing that has preceded it in the silverware industry. 

The advertising of the individual brands—1847 Rogers Bros., 
Holmes & Edwards, Wm. Rogers & Son, etc.—will continue as 
in the past, but, in addition, the brands of the International 
Silver Company will be exploited, as a group, in a big, 
separate campaign. This campaign will consist of two-page 
spreads in full color in the Saturday Evening Post. 


Granat Bros. Featuring Segmental Wedding Rings 


Granat Bros., manufacturing jewelers, 2390 Mission St., San 
Francisco, Cal., are featuring the patented segmental wedding 
ring and meeting with excellent results. The bow knot, Fleur 
de Lis and Parisian ensembles are being prominently adver- 
tised. On Feb. 20, the firm filed suit in the Southern Division 
of the United States District Court for the northern District 
of California, alleging infringement of United States Letters 
Patent 1792422 for wedding rings. 
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™ QUALITY 





NEWARK 





JEWELRY 








Jewelers’ Settings and Solders 


Refiners and Smelters 


BAKER & CO., INC. 


Murray and Austin Sts. 


Wefferling, Berry, Wallraff Co., Inc. 


Makers of 


Fine Emblematic Jewelry 
Eight Rose Street 





BARRASSO & BLASI 


THE HOUSE OF CAMEOS 
10 and 14K Cameo Jewelry 
CAMEO BROOCHES 
Sunray Crystal Pendants, Brooches, 

Rings, Earrings and_ Bracelets 
Diamond Mountings Ladies Stone Rings 
at the right price 
Sold through Wholesalers only 


31-33 Governor Street Newark, New Jersey 


Sterling Fireless Silver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. 


All Sterling and Fine Silvers Rolling for the Trade 





HENnY-RUFEISEN-IN¢ 


“MANUFACTURERS OF 
DINGS OFAMQUALITY 


Factory and Main Office—126-128 South Street 
Chicago Office, 31 N. State St. 


Send for Samples 


TAGS == 


ALL COLORS 


ARCH CROWN MFG. CO. 


81 Warren St. Newark, N. J. 


Originators and Patentees 








SCHUMAN & DONCHI, Inc. 


Creators and Designers 
of Distinctive Ring F indings 
81 WARREN STREET 


GOLD and PLATINUM SOLDERS 


“CLINTON ALLOYS’’ 
FOR WHITE, GREEN, YELLOW GOLD 
REFINERS OF PRECIOUS METALS 


Clinton Refining Co., Inc. 
91-93 East Kinney St. 





RINGS—A Specialty with 


LOUIS BLEIBERG 


336 Mulberry Se. 


M. ALEXANDER 


Manufacturer of 


GOLD RINGS 
Tel. Mitchell 1453 50 Columbia St. 





Necklace Clasps and Novelty Jewelry 
Rondelles, Barrel-clasps, Costume. Jewelry Findings 


MODERN NOVELTY CO., INC. 


LUDWIG ZIMMER 


Assayer and Refiner of Precious Metals, 
Solders and Alloys 


88-90 Kinney Street 








126 South St. Newark, N. J. 
G. B. W., INC. 
10, 14 and 18K Rings—Jobbers Only S 
391 Mulberry Street Tel. Market 8320 Rings and Pendants to Match 


New York Office, 93 Nassau St. 





Stern Mfg. Co., 407 Mulberry St. 
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Increased 
Diamond 
Sales - - - 


have been reported by 
Virgin Diamond dealers. 
Today the only products 
that sell are those that 
fill a definite demand. 























High quality and consis- 
tent national advertising 
have created such a de- 
mand for Virgin Dia- 
monds. 


There is profit for YOU 
in this fast-selling line. 


HALL BROS. & CO. 


717 Liberty Ave. Pittsburgh, Pa. 
Distributor of Virgin Diamonds in following territories: 


Western Pennsylvania Eastern Michigan 
Western Maryland Western New York 
Northern Ohio Northern West 
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Grafner Bros. 


Wholesale Jewelers 


DIAMONDS 


Assortment and Values 


818 Liberty Ave. (2nd Floor) 
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Compact Buying Guide 











Saves 
Time— 
Promotes 
Business 





- in touch with the markets from your office 
chair. 


This Directory tells who’s who among manufac- 
turers, wholesalers and importers of S welty, all 
sorts of kindred merchandise and novelties; makers 
of machinery, appliances and tools for the trade; 
and ny other valuable listings and announce- 
ments. 


see edition ; size 3 x 6% in.; 324 pages; price 


Jewelers Publishing Corporation 
239 W. 39th St. New York City 




















A New WALTHAM Series 


To Retail For 


‘292 






7% LIGNE, 7 JEWELED 

MOVEMENT. NICKEL CHROME 

FINISHED CASE, SLAVE LINK BRACELET 

ATTACHMENT, WITH DISPLAY GIFT-BOX 
Model No. 17022 Illustrated 





WE ARE AUTHORIZED DISTRIBUTORS 
OF WALTHAM PRODUCTS 
Send For Our Catalog 





LARGEST WHOLESALERS IN TRI-STATE DISTRICT 


The Samuel Weinhaus Co. 


720-722 Penn Ave. 
PITTSBURGH, PA. 
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ORDER 
FULLERS 
FINDINGS FROM MATERIAL DEALERS 


FULLER’S 


No. 105 
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Sym metrical 
FINDINGS 


“The Recognized Standard 
of GOOD QUALITY” 


66600 


No. 110 No. 115 No. 118 No. 120 


GOOD FINDINGS MARK GOOD 
JEWELERS. YOU, TOO, . 
CAN GET THAT 
EXTRA QUALITY 
BY USING 
© BRAND 












Rings You Will Be Proud to Sell 
ALL PROFIT 


NO STOCK TO CARRY 


Carry one initial ring as sample. 
Electros Free 


2 DIAMONDS 4/100 each 
Green or White Gold 


Same Price 











“Te Retail Order on five days’ memo. 
25.00 when you have a sale in 
om ll sight. Orders filled same 
Diamonds day received. 
$35.00 All emblems and _ initials 
$29.50 list encrusted on ruby and 
Ne. 6183 onyx on hand at ail times 
A i in every finger size. 
Retall $15.00 Display Emblem Cards for 
This <> +l Trade Mart your window in original col- 
@marantoes you genuine diamonda, ors free upon reauest 





OLD RINGS MADE NEW 


We repair and rebuild any ring, also en- 
crust any initial or emblem on any stone, 
or furnish new stones in all sizes and shapes. 


Prices Reasonable. Prompt Service. Try Us. 





6746—$21.00 List 
HEAVY SHANK 


Genuine one piece, three color, double 
head cameo. Belais white gold (also 
in green gold) 6746—$21.00 List. 
Next size larger stone, $2.00 additional 


BUFFALO JEWELRY CO. 
“The Mail Order House tothe Jewelry Trade’ 
501 Washington St. Buffalo, N. Y. 




















SPECIAL PRICE 


$600 v-: 


Setzer Bros. 


MANUFACTURING JEWELERS AND IMPORTERS 
80 NASSAU STREET, NEW YORK | 











Watch 
Bracelets for 
Men and Women 
Highly finished with 


Chromium Plating 








Watch for our monthly offerings. 





842 W. 48th Se. 


25 YEARS 
of Upright Trading 


Merit Continuance. 


NEW SWISS 
h WATCHES 
COMING. 


Wait 
for Our 


Sales- 

men 

NY 

I. Tannenbaum Co.\ ° 


Formerly of 121 Canal St. 
New York} 



































Chicago Concerns Consolidate 


Curicaco, March 10—The rumored con- 
solidation of two well known houses here 
was confirmed today by the principals 
concerned. By this consolidation the 
firms of Ed. Cain & Co., 29 E. Madison 
St., and L. Seligman Jewelry Co., 31 N. 
State St., become one. 

Through ‘the increase of capital stock 
of the L. Seligman Co., Inc., the business 
of Ed. Cain & Co., became a part of the 
former, and the name has been changed 
to Cain-Goldsmith Co., Inc. 

The officers of the new concern are: 
M. C. Goldsmith, president; T. Gold- 
smith, vice-president, and Ed. Cain, sec- 
retary-treasurer. The Cain company had 
specialized in diamonds and jewelry and 
the Seligman Co. in a general whole- 
sale line, specializing with American 
watches, giving the new house a very 
complete line of all kinds of merchan- 
dise. The company will be located at 
31 N. State St. 


Executive Board Holds Monthly 
Meeting 


A joint meeting of the Metropolitan, 
Brooklyn and Bronx Jewelers’ Associa- 
tions in conjunction with the New Jersey 
Retail Jewelers’ Association and _ the 
Westchester organization is being 
planned by the Executive Board of Re- 
tail Jewelers of New York for the pur- 
pose of listening to a talk by Felix H. 
Levy, counsel for the A. N. R. J. A., on 
the subject of combating the retailing- 
wholesaler. Phineas Peters, chairman of 
the Board, is seeking the cooperation of 
the various associations in setting a date 
for this event. 

At the meeting of the Board, which 
was held at the Hotel Astor, March 6, 
the matter of sales tax was brought up 
and several telegrams from New York 
State Senators and assemblymen were 
read, showing the sentiment of these 
legislators to be distinctly contrary to 
the sales tax. David H. Greenberg, 
counsel for the Board, reported that he 
had just returned from Albany where he 
had presented the case of the credit 
jewelers against the garnishee bills now 
under consideration by the State legisla- 
ture. 


Brooklyn 


The Brooklyn Retail Jewelers’ Asso- 
ciation held its regular meeting for 
March last Thursday evening. A large 
part of the time was devoted to a dis- 
cussion of the banquet, the date of which 
has been set for April 12, to be held on 
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the roof of the St. George Hotel, Brook- 
lyn. 


Bronx 


The Bronx Retail Jewelers’ Associa- 
tion boasted an attendance of 150 people 
at their meeting at Ebling’s Casino, 
March 10. The ladies were present at 
this meeting and several features of en- 
tertainment were enjoyed. A. Landau, 
retiring president, was presented with a 
silver center dish in view of his untir- 
ing services to the organization, and 
Murray Max, secretary, also received a 
token of appreciation. After voting to 
attend en masse the joint meeting planned 
by the Executive Board wherein the sub- 
ject of the retailing wholesaler will be 
discussed, a committee was appointed to 
call on the jewelers recently established 
in business in the Bronx to persuade 
them to join the local association. Fol- 
lowing this, everyone present enjoyed a 
midnight supper. 


Gorham Co.’s Silver Course 


Prominent retail jewelers attended the 
course of the manufacturers of sterling 
silver held at the factory of the Gorham 
Master Craftsmen, the week of March 
9. All of the various processes in the 
making of silver were explained by ex- 
perts. The conference terminated Satur- 
day, March 14, in a visit to Black, Starr 
& Frost-Gorham, New York, the evening 
being spent at dinner and the theatre. 

The guests included A. H. Wagner, 
The Grogan Co., Pittsburgh, Pa.; Wil- 
liam Kiefer, Bailey, Banks & Biddle 
Co., Philadelphia; C. W. Wallis, Shreve, 
Crump & Low Co., Boston; Myron 
Chard, Webb C. Ball Co., Cleveland; 
Charles Garrigues, Jaccard Jewelry 
Corp., Kansas City, Mo.; Clarence D. 
Henry, Hess & Culbertson Jewelry Co., 
St. Louis, Mo.; Richard Powers, A. 
Stowell & Co., Inc., Boston; William 
Ferneyhough, H. J. Howe, Inc., Syracuse, 
N. Y.; Walter Adler, Coleman E. Adler, 
New Orleans, La., and Mrs. R. W. Cook, 
Wiss Sons, Inc., Newark, N. J. 


Death of Mandel Rosnov 


PHILADELPHIA, March 9.—Mandel Ros- 
nov, 6045 Catharine St., founder of M. 
Rosnov & Co., died yesterday in Univer- 
sity Hospital following an illness of four 
weeks. He was in his 61st year, and is 
survived by his widow, Mrs. Sophia Ros- 
nov; a daughter, Mrs. David Horwitz, 
and two sons, Marcus and Saul Rosnov. 
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Philadelphia Gift Show Banquet 


PHILADELPHIA, March 12—With the ex- 
hibitors’ annual spring show, the Na- 
tional Gift and Art Association cele- 
brated its tenth anniversary at a banquet 
and dance held in the crystal room of the 
Hotel Adelphia, in this city, Tuesday 
evening, March 10. : 

Emmet White, president, acted as 
toastmaster and introduced Mayor Harry 
Mackey, whose brilliant and optimistic 
remarks were enthusiastically received. 
Other speakers were R. H. Horton, man- 
aging director Philadelphia Business 
Progress Association; Richard Leslie, W. 
H. Hasbrouck and W. S. Hays, secretary 
of the association. 


Seek Permission to Dissolve 
Firm 

CINCINNATI, March 4.—Lindenberg & 
Fox Co., wholesale jewelers, have filed 
a petition in Common Pleas Court in 
this city seeking official permission to 
dissolve the firm. The petition was filed 
by Hugo A., and Blanche Lindenberg, 
Edward C., and Emma B. Poage and 
William Sachs, holders of all stock. 

Hugo Lindenberg, who is the head of 
the company, is widely known in jewelry 
circles. 


Maryland-Delaware District of 
Columbia Jewelers to Meet 
May 3, 4and 5 


Wasuincton, D. C.—Arthur J. Sund- 
lun, of this city, president of the Mary- 
land-Delaware District of Columbia 
Jewelers’ Association, has appointed 
committees for the 17th annual conven- 
tion of the association to be held in Wil- 
mington May 3, 4 and 5. The committees 
are composed of members from the vari- 
ous states. 

Charles M. Banks is the general chair- 
man. 


Credit Jewelers’ Convention 


Cuicaco, March 14.—Everything is in 
readiness for the fifth annual conven- 
tion of the National Association of Credit 
Jewelers, which begins Monday in this 
city and continues through March 18. 

All exhibit space has been sold and 
reports indicate that the attendance will 
be as great as last year. 

Among the speakers will be E. St. Elmo 
Lewis. The business session will be held | 
Wednesday afternoon. 
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MEDALS | 
FOR ALL OCCASIONS 


Solid Gold — Gold Filled — Silver — Bronze 


Complete stock always on 
hand. : 


Send for samples. 


Our medals are of a 
weight and quality of 
workmanship equalled by 
no other manufacturer. 


SPECIAL MEDALS FOR 
ANY EVENT OR 
OCCASION 


Our designs are invariably 
accepted when placed in 
competition with other 
makes. 


A DESIGN FOR EVERY 
OCCASION 


WENDELL & COMBANY 


Two Up-to-date Factories 





NEW YORK 
36 West 25th Street 


CHICAGO 
618 W. Jackson Blvd. 
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SCHOOL 
RINGS 
AND PINS 
EXCLUSIVELY 


Navy and Military Rings 


Wiliam Mastin 


PHILADELPHIA 
PENNA. 










908 CHESTNUT G Te ge 








el 











Universal—SNAPFIT—Crystals and 
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Crystal Fitting Machine 
“Snapfit” Unbreakable Crystals as clear as 
glass, fitted with the “Snapfit” machine make 
a 100% perfect fit. With this machine you can 
fit five to one by any other means. 

Cabinet Is “Free” 
Machine Is Loaned “Free” 


408 Blank Crystals for $51.00 Less 6% for Cash or 
$5.10 Per Month Net for 10 Months. 


Distributors 


JOS. B. BECHTEL & CO., INC. 
729 Sansom Street, Philadelphia, Pa. 











x. $5,000 to $10,000 
ep’ $ 


Increased Business 
Without Investment 





for many of our customers who have become rep- 
resentatives for the “Apple Line.” Fullest Co- 
operation given you. Write for Particulars and 
Details showing what some of our representative 
Jewelers have accomplished. 


J. F. APPLE CO., INC. 
1000 South West End Ave., Lancaster, Pa. 


Manufacturers of the Famous Dudley Masonic Watch, Rings, 
Pins and other Quality Jewelry. 











PRINCESS INITIAL RINGS 





EMBLEMS 
RINGS BUTTONS 
CHARMS PINS 





MANUFACTURED BY 


SINNOCK & SHERRILL 
15 Maiden Lane, New York 









































Michigan Convention to Be 
Held May 4 to 6 


Detroit, March 10.—The Michigan 
Retail Jewelers’ Association will hold its 
annual convention here from May 4 to 
May 6. Headquarters will be at the 
Statler Hotel, according to William P. 
Fenske, president. 

He further announces there will be an 
unusually large exhibition, something 
that has not been a feature in Detroit 
for a number of years. During this 
meeting the Wolverine Travelers’ Asso- 
ciation, a body made up of traveling 
jewelry salesmen, also will hold its an- 
nual meeting. 


Rudolph Steller Dead 


MILWAUKEE, Wis., March 5—Rudolph 
Steller, 73, a jeweler in Milwaukee for 
nearly 40 years, died Friday, Feb. 27, 
after a short illness. Mr. Steller, at the 
time of his death, owned two jewelry 
stores, one at 1072 Teutonia Ave., and 
the other at 2704 Vliet St. He was born 
at Genesee, Wis. 

Survivors are his widow and three 
sons, Leroy, William and Howard Steller, 
and a daughter, Mrs. Eileen Stroesser. 


Diamond Cuttingin South Africa 
at Low Ebb 


WasHINGTON, D. C., March 6—Un- 
oficial reports which have been received 
from South Africa state that the diamond 
cutting industry there has been in a 
state of almost complete paralysis and 
even the placing of diamonds on the free 
list of the American tariff failed to re- 
vive it. 

Stronger companies, however, it is 
stated, managed to continue their opera- 
tions, although fully 50 per cent of the 
cutters imported in 1929, were repatri- 
ated during 1930. The concerns are op- 
erating on a reduced scale and in readi- 
ness for a revival in the trade. 





Colombia May Now Contract 
for Rental of Emerald Mines 


WasHINncTON, D. C., March 9—A law 
has just become effective authorizing the 
Colombian government to make contracts 
for the rental and administration of the 
Muzo and Coscuez emerald mines of 
Boyaca. The law also allows the gov- 
ernment to enter into contracts for the 
cutting and sale of the emeralds ob- 
tained from these mines. 

The government is further authorized 
by the law, to name persons to intervene 
on its behalf in the development of the 
contracts and to fix the corresponding 
remuneration. 


Death of W. F. Gollberg 


MILWAUKEE, Wis., March 8—William 
F. Gollberg, president of the William F. 
Gollberg Co., jewelers’ supply house, 209 


Wisconsin Ave., died Tuesday, Feb. 17, . 


at Columbia Hospital. 
Mr. Gollberg, who was only 36 years 
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old, had been confined to the hospital for 
three weeks after an operation for a 


leg ailment. He was thought to be re- 
cuperating, when the formation of a blood 
clot near his heart caused death. 

Survivors are his widow, Lillian Tau- 
bert Gollberg; his parents, Mr. and Mrs. 
L. H. Gollberg, and a brother, Louis 
Gollberg. 


New Officers Elected 


Detroit, March 9—The Greater De- 
troit Retail Jewelers’ Association an- 
nounces the following new officers: 
President, Paul C. Sinz; First Vice-Presi- 
dent, James Garlick; Second Vice-Presi- 
dent, John G. Schultz; Secretary, E. E. 
Jones; Treasurer, W. P. Fenske. Chair- 
man of the board, Howard McCullough; 
Vice-Chairman, Benjamin Stocker; mem- 
bers, Edward Beresh, Fred Connell, Ray 
Hamel, John Malzelk, Harry Ehrlich, 
Harry Sydman, Milton Winsten. 


1 Stern Bros. & Co., 2 W. 
46th St., New York, have 
resumed diamond cutting 
operations after being shut 
down for over 10 months. 
“We feel,” said N. J. Stern, 
head of the firm, “that the 
future outlook justifies this 
Ls move.” » 


Death of Adrian A. Buck 


Adrian A. Buck, formerly alderman 
and, at times, acting mayor of Mount 
Vernon, N. Y., who died March 5, was 
for many years, well known in the silver 
trade of the country. Mr. Buck, who 
collapsed in the elevator at Grand Cen- 
tral Terminal, passed away at the 
Emergency Hospital. 

Deceased, who was 65 years of age, 
was the son of the late John H. Buck, 
for many years in charge of the Ec- 
clesiastical Department of the Gorham 
Co., and later curator of Metal Works 
at the Metropolitan Museum of Art. 
Adrian Buck had been associated with 
his father in the latter’s department at 
the Gorham concern and succeeded his 
father as the head of the department 
after the latter joined the Metropolitan 
Museum. 

After severing his connection with the 
Gorham concern some years ago, Mr. 
Buck entered the stained glass business 
on his own account. His business was 
located at 665 Fifth Ave. 














Jewelry Class at Mechanic’s 
Institute 


Graduating exercises of the Mechan- 
ic’s Institute will be held April 14 in the 
auditorium of the institute, 20 W. 44th 
St., New York, when three medals will be 
awarded to members of the class in 
jewelry design whose work shows par- 
ticular merit. At present there are 60 
students in the class, studying under the 
supervision of C. A. Jakobb, instructor. 

The pupils are divided into two classes, 
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one devoted to work for beginners, the 
other for more advanced students. On 
the commencement day there will be an 
exhibition of the work of the class on 
view in the jewelry design room of the 
institute which will be open to the public 
between 7 and 9.30 p.m. 


Midwest Jewelers’ Guild 


Jewelers from Missouri, Kansas, Okla- 
homa and Nebraska held a meeting at 
the Pickwick Hotel, Kansas City, on 
Feb. 15, at which time a joint organiza- 
tion to be known as the Midwest Jewel- 
ers’ Guild was formed. Officers of the 
Guild are: President, Oliver Selle, St. 
Louis; vice-president, Frank Bangs, Kan- 
sas City, and secretary-treasurer, Fred 
Sands, Kansas City. 


Retailers in Kansas, Missouri, Okla- 
homa, Nebraska, Iowa and Arkansas are 
eligible to membership. The first con- 
vention will be held in Kansas, April 26 
and 27. Oliver Selle acted as chairman 
of the meeting and Fred Sands as secre- 
tary. A committee was appointed by 
President Selle to draw up a constitution 
and by-laws and cooperate in the form- 
ing of necessary plans for the first meet- 
ing of the organization. 


Case Studies of Distribution 
Costs of Wholesale Jewelers 
to Be Made by Dept. 
of Commerce 


WASHINGTON, D. C., March 11.—De- 
tailed case studies of the distribution 
costs and problems of several wholesale 
jewelry distributors will be made by the 
Merchandising Research Division of the 
Department of Commerce, as an extension 
of the general study of wholesale prac- 
tices in this industry, previously an- 
nounced. These studies are to be made 
at the request and with the cooperation 
of the National Wholesale Jewelry Trade 
Association. 

Among the problems to be studied are 
the profitableness to the wholesalers, of 
various types of customers, of distant 
and nearby territories, of orders of vari- 
ous sizes, and of the different groups of 
commodities handled. Wholesalers who 
have agreed to cooperate are located in 
eastern, southern, midwestern, and west- 
ern trade centers. The commodity lines 
covered will range from diamonds and 
other precious stones to leather goods, 
costume jewelry, and novelties, in fact, 
all of the major lines handled by most 
wholesale jewelers. 


Having completed a nation-wide sur- 
vey of distribution by retail jewelers and 
a more limited one of jewelry manufac- 
turers, and undertaken a national survey 
among all wholesale jewelers to obtain 
data on the broad general questions that 
face this group, the department is now 
planning to extend its fact-gathering fa- 
cilities to include intensive distribution 
cost studies of representative jewelry 
wholesalers in each section of the country. 
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Made of beautifully tanned calf- 
hand-boarded—ostrich—al- 
snake 
Long wearing. Exceed- 
attractive 
Plated buckle that can’t 


hide 
ligator — 1 
(grain.) 


ingly popular, 


colors. 


tarnish. 


of New Different 
WRIST WATCH STRAP — 


izard and 


Rich, 


A One Piece End 


That 


The end of 
in one piece 


not split or fray. 


Can’t Split 
this strap is made 
that absolutely can- 


The absence 


of all stitching make the Chica- 


goan the 


most unique wrist 


watch strap put on the market 


in years. 
Illinois 
watches. 


THE 


STITCHLESS 

SPLIT- 

PROOF 
WATCH 
STRAP 


ream comene, 


and 


Now being used by 
other famous 
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A. SAUER & CO. 
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This new, improved 
watch strap — the 
Chicagoan—for only 
$7.50 per dozen with 
buckles. Write di- 
rect to the manufac- 
turer, or to your 
local jobber. This 
strap is protected by 
the patent ap- 
plied for. 
Prices the same 
from all job- 
bers, as we 
maintain a 
standard price. 


Made 
Without 
a Stitch 


No matter how 
long the Chicagoan 
is worn, the end 
will never split or 
rip. Amazing new 
manufacturing 
method eliminates 
the necessity of 
stitching. 


The Chicagoan is guar- 
anteed to wear and re- 
tain its beautiful new 
appearance for ONE 
FULL YEAR. The end 
of every strap is abso- 
lutely guaranteed 
against splitting. The 
Chicagoan must satisfy. 











T 


E 
Ss 





ScH 


WM. V. 


MIDT 


Special Order Work. 


Cutting—lIncrusting. 


Mail Your Jobs 


Importers of Precious and Imitation 


22 W. 48th St. 
New York City 


Stones 





co. 


INC. 








cubeeiient 

















GRIMM and JUDAE CO. 


MANUFACTURING JEWELERS and 


PLATINUMSMITHS 


Special Order Work Promptly Executed 
Immediate Attention Given All Repairs 


31 No. State Street 


CHICAGO 
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GET MORE MONEY! 


Highest cash prices paid for all your old 
or gold filled 


We pay cash or send you a check 


gold, silver, platinum, 
jewelry. 
by return mail upon receiving your ship- 
ment, and keep it intact until our pay- 
ment is approved by you. Send us a lot of 
your old unsalable jewelry. Get the cash. 
We recover all the precious metal in your 
filled watch cases, bracelets, lockets, spec- 
tacles, filings, polishings, and sweepings, 


etc. 


We Do Not Employ Traveling Gold Buyers 


NATIONAL PRECIOUS METALS 
co. 


SAMUEL NEUBARTH, Pres. 
Smelters and Refiners 


28 John Street New York, N. Y. 





ITS TIME 
for the 


SPRING 
,. CLEAN UP 



















Now is the time to collect all your old 
jewelry, filings, sweepings, etc., and con- 
vert them into cash. We will recover all the 
gold, silver, platinum, and palladium con- 
tained in your scrap, and send you our 
check promptly. For most satisfactory re- 


turns send your precious metal scrap to 


SPYC 


55 So. Turrp Sr. 


SMELTING & 
REFINING CO. 


MINNEAPOLIS, MINN. 























Bandits Get $50,000 in Gems 


Frederick M. Weiss, diamond dealer at 
22 W. 48th St.,. New York, was held up 
and robbed of approximately $50,000 in 
diamonds and precious stones by two men 
who gained entrance to his office by pos- 
ing as delivery boys on Saturday, March 
7, at about 1.40 p.m. 

Mr. Weiss was alone in his office when 
the hold-up occurred. The thugs forced 
him to the back of the office, rifled the 
safe, placing its contents in a black bag, 
and fled. Five minutes later the jeweler 
turned in the alarm. The loss was cov- 
ered by insurance. 


Alleged Forgery Exposed 


Four arrests have grown out of a re- 
cent attempt made by a woman to pass 
an--alleged forged check on Thomas 
Edelstein, wholesale jeweler of 71 Nas- 
sau St., New York. The accused woman 
is said to have offered a check for $15,- 
500 to the jeweler in payment for a 
diamond bracelet. 

According to the Burns Detective 
Agency, the name signed on the check 
was that of the widow of a former am- 
bassador to Hungary. The jeweler re- 
fused to accept the check, and the woman, 
it is alleged, told him to go to the bank. 
At the Bankers Trust Co., on which the 
check was drawn, Mr. Edelstein discov- 
ered that the check was a clever forgery. 
Arrests followed, including the husband 
of the accused woman, and two other 
men, charged with acting in concert with 
the couple. 


New York Jeweler Foils Bandits 
and Gets Reward 


Joseph Kramer, manager of the E. 
Frank jewelry store, 271 Grand St., New 
York, received, on Feb. 21, a check for 
$1,000 from Appleton & Cox, Inc., insur- 
ance agents, as a reward for his bravery 
and presence of mind in saving a large 
part of the loot in a hold-up of the store 
on Feb. 19. 


Two thugs had hurled a _ crowbar 
through the window and seized a tray 
holding about $65,000 in diamonds. Mr. 
Kramer fired at them, wounding one and 
making him drop most of the gems. Ap- 
proximately $50,000 worth were recov- 
ered. The gunmen fired back, wounding 
the jeweler in the thigh, and escaped in 
an automobile. 


Death of Hymen Rifkin 


Hymen Rifkin, manufacturing jeweler, 
999 Canal St., New York, died Sunday, 
March 8, as the result of a heart attack. 
He was 47 years old. Friends attribute 
the indirect cause of his death to the 
financial difficulties he had suffered a 
short time prior to his demise. Funeral 
was held from the late home, 710 Ave. S, 
Brooklyn, March 10, with burial in Mt. 
Lebanon Cemetery. He was highly re- 
spected among the members of the trade 
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and over three hundred friends attended 
the funeral. 


Mr. Rifkin was born in Russia in 1884, 
coming to this country when 20 years of 
age. Up until eight years ago he was a 
partner in the’ firm of Nelson & Rifkin 
and after that time was in business for 
himself. 


Surviving are the widow and three 
children, two sons and a daughter. 

Deceased was a member of the Jewel- 
ers Benovelent Association and of the 
Workmen’s Circle. 


Death of A. A. Ormsbee 


ProvipENCE, R. I., Feb. 26.—Word was 
received here last night of the death at 
his winter home in Miami, Fla., of Al- 
bert A. Ormsbee, president of the Taun- 
ton Pearl Works, Inc., Taunton, Mass., 
formerly a resident of this city. 


As a young man Mr. Ormsbee served 
his apprenticeship with a manufacturing 
jewelry concern here, but in 1897 he went 
to Taunton, where he opened a plant in 
Porter Street, the site of the present pearl 
works. The company recently purchased 
the buildings with a view to the expan- 
sion of the business. 

Mr. Ormsbee is survived by his widow 
and a son. 


Jewelry Racketeers Convicted 


The business career of Donat Jacques 
and his associates was brought to an end 
Feb. 11, when he was sentenced in the 
Essex County Superior Court at Law- 
rence, Mass., to two and one-half years 
in the Massachusetts State Prison. His 
confederate, Salim Mansour, alias “Sa- 
lem K. Hasson,” received a sentence of 
five years and Rose Desjardin, who had 
posed on numerous occasions as his wife, 
was placed on probation for two years. 

Jacques first appeared at Haverhill, 
Mass., where he adopted the name J. H. 
Jacques, in simulation of a well-known 
Haverhill merchant, Joseph H. Jacques, 
and succeeded through circularization of 
numerous jewelry houses in obtaining an 
appreciable amount of merchandise on 
memorandum and disappeared. 


At the request of creditors, the Finance 
Committee of the Board of Trade di- 
rected that an investigation be made with 
a view toward prosecution, and pursuant 
to the arrangement between the board and 
the National Association of Credit Men, 
the latter was asked to conduct the in- 
vestigation. 


This Month’s Cover Design 


This month’s cover design indicates 
how closely fashion trends are watched 
by THE JEWELERS’ CIRCULAR. The design 
shows the return of the vogue for long 
hair as a part of feminine pulchritude. 
This trend means the use of more fine 
jewelry. Beauty experts announced the 
change in style at a convention in New 
York last week. 
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Findings and Filings 
yo ~~ 
444 . Making Dollars from Scents 


According to a recent announcement, 
the vivacious Irene Bordoni is now ap- 
pearing on the air in a basic network of 
the Columbia Broadcasting Co., spread- 
ing the atmosphere with sparkling gayety, 
in each program of which she will fea- 
ture an airy presentation of Coty real 
This broadcast is expected to. reath 
twenty million people, and it might be 
added that twenty, million pease can’t 
go wrong: Lots of ’em.will buy from 


- their local jewelers. ya 





aaa... Filing the Teeth 


“New Tax on Auctioneers Will Aid 
Albany Jewelers’—headline from the Al- 
bany Knickerbocker Press. The seat of 
the New York State government seems 
to be somewhat on its toes as far as the 
local jewelers are concerned. This bill 
provides for a 4 per cent tax on gross 
sales of all auctions; also, merchants 
leasing quarters for two months or less 
are regarded as transients and are re- 
quired to file a bond of $1,000 with the 
city clerk as evidence of good faith. A 
bill—with teeth! 


444 . It Might Have Been Worse 


“Diamonds Vanish with Man Who 
Was Considering Clock”—headline from 
the Baltimore Evening Sun. Well, that 
isn’t so bad. If he was only considering 
when he took the diamonds, what would 
he have taken if he had actually bought 
the clock? 


aaa... The Golden Age 


“These real 100 per cent Americans,” 
writes Gregory Mason of the Explorers’ 
Club to Elsie McCormack in the World 
that was, “wear earrings, or, rather, one 
earring apiece, and the bigger the chief 
the bigger the earring (Mr. Mason speaks 
of a tribe of Santa Cruz Indians). The 
Main Works, my friend ‘General’ Paul- 
ino Kamaal, who can’t remember how 
many Mexicans and other foreigners 
have died of heart failure ttying to get 
out of his country, wears an earring 4s 
big as a doughnut.” We suggest that 
somebody or other delegate Mr. Mason 
a committee of one to go down to that 
there place and import a few of these 
aboriginal Americans. They’re the kind 
of citizens the jewelry trade longs for. 


444 ... Royal Precedence 


Cable report to the Herald Tribune: 
Madrid, Feb. 23.—“The King (Alfonso 
of Spain) wore a plain dark suit and 
gray striped shirt, with a jeweled pin in 
his cravat (necktie to you).” Apparently 
European royalty believes the scarf pin 
to be fundamentally sound. May all the 
king’s horses and all the king’s men do 
likewise. 2 


>» 
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OPPOSITE PROPOSED RADIO CITY 

MODERN 
16 STORY 
JEWELRY 
BUILDING 





if 

i 1 | 
w E §V 48th §T. 
Designed to give the Jeweler, Watchmaker or 


Diamond Dealer the maximum window 
light possible. 


Many units with north light. 
300 to 5000 sq. ft. Available 
EXCEPTIONALLY LOW RENTS 
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Large Street Window Display 
“We Invite Your Inspection” 
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THE WASHBURN 


MAGIC NUT 
‘a'set Fis for Ear Studs, Scarf Pins, 
etc. 
sam Platinum—18k White 
Gon 18k — 14k — 10k 


14k R. P. — Sterling 


aa PEARL DRILLING, STRINGING 


—. and Adjusting a Specialty 
Repairing and Special Order Work 


fer Breer Catch = Send for Descriptive Circular 


whi, ae C. IRVING WASHBURN 
ane. ‘Small 1098 FULTON ST., NEW YORK 











152 West 42nd St. New York 








THE CHANGEABLE RING 


A beautiful combination of the single 

row diamond guard cing with the various 

and more colorful calibre Ray 

simple, revolving constructi 

a for numerous occasions. Pat. 
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WEDDING RINGS 





PFO 
Baguette-Like 
The only ring that mounts 
any size and number of 


Overlays 
Old gold wedding rings, cov- 
ered with the Klass & Com- 


pany platinum or 18 K. round diamonds SQUARE. 
white gold shells — guaran- 


to be the original ring -y baguette wedding rings 


teed 
ide engrav- the price a regular 
ing and” stamping unde- wedding band. Pat. U. 8. A. 


es KLASS & CO. 


: Platinum seen ~ nee ee and Special Orders. 
=, ae ufacturing Jewelers 
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Qh Fun with Special Knowledge 
and Experience in Jewelry 
Ciccounting 


ZEISS & NORMAN 


Accountants and Auditors 
5 East 44th St., New York 


Vanderbilt 5890 
George J. Zeiss, C.P.A. James V. Norman 








WE PAY CASH FOR YOUR 
ENTIRE STOCK and FIXTURES 


HO) 0) Fou C10) -1310)\\ ar. O10) 


27 SCHOOL STREET 
BOSTON, MASS. 


WRITE.OR WIRE AND WE WILL SEND A 
REPRESENTATIVE AT ONCE 








A NEW HOTEL IN THE 
i )| HEART OF NEW YORK’S 
=| JEWELRY CENTER 


HOTEL PLYMOUTH 


49th St.—just East of Broadway, New York 


Every Room with Private Bath, Shower, Circulating 
Ice Water AND RADIO 


Single from $7) .50 Double from $3.50 
H. G. YURDIN, Managing Director FREE GARAGE 






























B. Brunman, manufacturing jeweler, is 
now located in new quarters at 99 Canal 
St. 

The Frank C. Osmers Co., 2 W. 47th 
St., will move about April 15 to 15 W. 
47th St. 

Louis M. Rothenberg, Inc., formerly at 
64 W. 48th St., has removed to new quar- 
ters in 22 W 48th St. 

The Farnsworth Jewelry Co., Inc., a 
new retail concern, was recently estab- 
lished at 1 W. 42nd St. 

Joseph B. Fuchs, for the past 10 years 
at 1540 Broadway, is now located in 
Room 506, 10 W. 47th St. 

A. Shapiro & Son, formerly at 48 W. 
48th St., are now established in their new 
office, Room 506, 10 W. 47th St. 

The 14 Karat Finding Co., 64 Fulton 
St., has purchased all the tools of Gold- 
smith, Stern & Co., 136 W. 52nd St. 

The Superior Watch Material Corp., 
78 Bowery, has opened a branch office in 
the Jewelers Exchange, 54 W. 47th St. 

Paul Sacks of the Metro-Sacks Co., 43 
W. 125th St., has returned from an ex- 
tended pleasure trip to Cuba and Florida. 

Mr. Ed. Ansen of Ansen & Co., 580 
Fifth Ave., returned recently on the 
Europa, frum a five weeks’ purchasing 
trip. 

Harry Cohen of Jacob Cohen & Sons, 
returned recently from Miami, Fla., 
where he had spent a month vacationing 
with his family. 

Kroner, Hyman & Co., Inc., stone im- 
porters and jobbers, are now located at 
80 Nassau St., combining the concern’s 
factory and offices. 

A. Bergman, retail jeweler on Third 
Ave. for 25 years, will open a store at 
165-14 Jamaica Ave., Jamaica, L. I., on 
or about April 18. : 

Schneider & London, Inc., manufactur- 
ing jewelry concern, has announced the 
removal of its factory from 100 Canal 
St., to 99-105 Canal St. 

Cornioley & Co., 15 E. 40th St., are 
now representing Blum & Co., of La 
Shaux de Fords, Switzerland, manufac- 
turers of Ebel watches. 

The Federal Silver Co., Inc., formerly 
at 148 W. 23rd St., is now located in new 
and larger quarters on the 11th floor of 
17-19-21 E. 22nd St. 

Albert Benfield, diamond and general 
setter, formerly located in 126 W. 46th 
St., is now established in new quarters, 
Room 1101, 7-11 W. 45th St. 

L. Rosenthal has severed his connec- 
tions with I. Pearl, retail jeweler, 1081 
Lexington Ave. Mr. Pearl is continuing 
the business, trading under the same 
name. 

J. Kroll of Kroll & Co., 580 Fifth Ave., 
left recently for Europe on a trip to the 
diamond markets of Antwerp and Am- 
sterdam. He will return in approximately 
six weeks. 

The Diamond Wedding Ring Co., a 
new concern, is now established with 
offices at 22 W. 48th St., under the man- 
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agement of I. Richman, formerly with 
the Hipp Didisheim Co., Inc. 

Herbert Reiner of Reiner & Berkow, 
Inc., 44 W. 48th St. has resigned as 
secretary and director of the corporation, 
as of March 9. The organization will 
continue under the same name. 

Charles Feldman, manufacturer’s rep- 
resentative, 339 Fifth Ave., is now rep- 
resenting the Crescent Silver Co., and the 
Creston Silver Co., carrying a complete 
line of pewter and novelties. 


J. Schlesinger, manufacturer of plati- 
num jewelry, has announced that he has 


r; “ 
; With Our Travelers 

Starting with this 
issue of THE JEWELERS’ 
CircuLar, traveling 
representatives of the 
jewelry trade will find 
news of their doings 
each month on a page 
devoted especially to 
them. Turn to page 121 
for notes about some of 


the travelers. J 
~ A 














severed connections with the Montmarte 
Jewelry Co., Inc., and has opened a fac- 
tory on his own account at 105 Fulton St. 


Stephen Varni of Stephen Varni Co., 
dealers in precious stones, 15 Maiden 
Lane, has just returned from an extended 
automobile trip to Miami, Fla., where he 
had spent the last few weeks with Mrs. 
Varni. 

Karlan & Bleicher, Inc., 9-13 Barrow 
St., has recently purchased the Consoli- 
dated Finding Co., of Newark and is 
manufacturing the line of the newly- 
acquired concern in conjunction with its 
own product. 


H. Kinstler and F. Petrone, both for- 
merly employed by the Kinscherf Co., 
have engaged in the manufacturing 
jewelry business with a factory at 108 
Fulton St. The new concern is trading 
as Kinstler & Petrone. 


William Scheibel, for the past 11 years 
advertising manager for the Bulova 
Watch Co., at 580 Fifth Ave., has just 
been promoted to the position of general 
manager of the Electric Clock Division 
of the Bulova Watch Co. 


Julius Greenberg, for the past 20 years 
with Joseph Brenauer, is now affiliated 
with Bergman & Van Straten. The new 
firm will be known as Bergman, Van 
Straten & Greenberg, with quarters in 
Room 907, 527 Fifth Ave. 
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The Jewelers Square Club of New 
York held.its anniversary meeting March 
2 at the Hotel Piccadilly, 45th St., west 
of Broadway. The members enjoyed a 
dinner which was followed by several 
acts of exceptional entertainment. 

Announcement has been made_ that 
Walter A. Morris, formerly of Hayden 
W. Wheeler Co. and with that concern 
for 12 years, has become associated with 
the ring division of the Fifth Avenue 
Platinum Shops, Inc., a Gruen Guild 
subsidiary. 

Major Eugene H. Valle, United States 
Army Reserve, and diamond dealer at 
170 Broadway, has just been advised by 
the War Department that he was pro- 
moted to the rank of Lieutenant Colonel 
on Feb. 5. He is now Division Quarter- 
master, 78th Division, U. S. Army. 


An appeal is being made to the trade 
on behalf of the destitute jewelers of New 
York by the sponsors of the Jewelers 
Matzoth Fund. Contributions should be 
addressed to Adolph Pusrin, chairman, 
at 59 Christie St. The object of the fund 
is to provide for the unemployed in the 
trade, especially during the Passover 
Holidays. 

A record sale of antique silverware 
was consummated recently at the Inter- 
national Antiques Exposition when a 
group of early English pieces were sold 
by James Robinson, 735 Fifth Ave., to 
an out-of-town collector for $45,000. This 
is the highest price ever paid for any- 
thing at the Exposition since it was in- 
augurated three years ago. 


Several prominent buyers and stylists 
were present at a tea given by Miss 
Virginia Hamill, at her offices at 6 E. 
45th St., March 4, where Miss Hamill 
presented the new “Palladiant” finish of 
the International Silver Co. in an inter- 
esting manner. Craig Munson and L. H. 
Stoner, of the International organiza- 
tion were on hand to answer questions 
about the new finish. 

The Metropolitan Retail Jewelers’ As- 
sociation held its monthly meeting Feb. 
26 at Odd Fellow’s Hall, 106th St. and 
Park Ave. Important topics relative to 
trade welfare were reviewed, all of the 
members taking an active part in the 
discussions. President Herman Shapiro 
presided at the meeting and Phineas 
Peters, president of the Brooklyn Retail 
Jewelers’ Association, attended as a 
guest. 

The Horological Society of New York 
held its monthly meeting March 3, at the 
regular meeting rooms, 1253 Lexington 
Ave. Both President Salomon and Vice- 
President LeRoy being away, Mr. Wil- 
helm called the meeting to order. Mr. 
Anderson gave a short talk on tempering 
steel and Mr. Haschka also discussed 
interesting aspects of horology. It was 
announced that the by-laws will be ready 
for approval at the April meeting. 
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% 7 WATCHES—CLOCKS 
JEWELRY 
FOR ALL RINSES 


No brushing, no injury to let- 
a 3 EA N 54 tering, no sawdust, no fire haz- 
ard, no oily film. Proves itself, 
cleans better—that’s IT. Other 
outstanding uses. You’ll be surprised. Trial dispels doubt. 
$1.00 Postpaid. 


FREE: 35c. Household size with above. 
Women, too, praise IT. 
Money back right off if IT doesn’t ‘‘click.’’ You’re the 


judge. 
B. F. CRAWFORD CO., Inc. 
10 North First St. Terre Haute, Ind. 


Reference any bank, our city 





Boyajian’s Sons Co., Inc. 
64 West 48th Street New York 


| Acomplete line of SEED PEARL 
| and HAND MADE FILIGREE 
| JEWELRY. GOLD AND SIL- 
' VER SETS in all semi-precious 
_ stones. Memorandum selection 
i sent on request. 











DISTRIBUTORS OF 
Ladies Baguette Watches 
: Gents Strap Watches 
Baguette Movements 


STRAIGHT BAGUETTE MOVEMENTS 
8-DAY BOUDOIR AND DESK CLOCKS 


CLEBAR WATCH COMPANY, Inc. 


512 Fifth Avenue Penn. 1511 New York, N. Y. 

















BOHEMIAN GARNET JEWELRY | 


| 


| Necklaces, Pendants, Brooches, Bracelets, Earrings, 
Rings, Scarfpins and Beads 


In yellow metal and gold plated. Low kt. gold and 
heavy gold plated. 10 or 14 kt. gold if made to order. 


HENRY KLAAS CO., 


58 East Washington St., Chicago, Ill. 


| 








TORTOISE SHELL, IVORY AND 
PEARL REPAIRS AND _ SPECIAL 
ORDERS IN REAL AND IMITATION 


Combs and brushes for Refills in mountings. 
New mirrors and steel fittings in Toilet Sets. 
Fans Repaired. 

Write for Estimates 


HARRY E. DAVIS, 807 Sansom St., Philadelphia 








Non-Tarnishing Flannel 


BAGS and ROLLS 


Samples and price list gladly sent. 


EUREKA MFG. CO., INC. 


TAUNTON, MASS. 











SELLING OUT 
FINE MOSS AGATE 


Sold at. retail, cut and mounted in rings, brooches, scarf 
pins, étc., 10K Montana Agate. Send for CATALOGUE 
with 20% DISCOUNT. 


JEWELRY and LOOSE GEMS, many sorts, at same 
DISCOUNT. $6,000 worth of smallest to largest. 


GENUINE ELK TEETH at wholesale to Jewelers, at 
10% DISCOUNT on the wholesale price. Sent on selec- 


tion. 
L. W. STIC@BeiL 
DEADWOOD, SOUTH DAKOTA 


*Baguette-Like”’ 
Patented U. 8. A. 





Platinum and White Gold Shells 





SAMUEL STERN 


71 Nassau St., New York 
"Phone Cortland 4346 





Manufactures Fine Platinum “Changeable Ring’ 
t will mount Jewelry—Special Order Work. Patented U. 8. 


A. 





Only ring tha! 
round stones to appear square. 











MCRAE AND SHAW 


AUCTIONEERS 


7% O10 E> 2 On O. © Ome oD C1 Or 0b OD. is ae FY 








A complete line of Rebuilt ELGIN, WALTHAM and 
other American standard make watches in new cases 

Hamilton—lIllinois—Howard—Elgin 21-J. RB. B. 
watches in original cases, at very low prices. Price list 


upon request. 
PLONSKY & GREENBERG 
76 Bowery Tel. Dry Dock 7568 New York City 
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HAIRSPRINGS 


Go toas ne with your hairspring troubles. 
Just send balance wheel and bridge, stud and 
collet to vibrate. Flat or Breguet hairsprings, 
Swiss and American, all sizes. 


SWISS HAIRSPRING SERVICE, Inc. 





116 Nassau Street New York City 














The 


Protection Ring Guard 


Holds ring secure and comfort- 
able on finger. Made in all col- 
ors. 14K gold. I doz. assorted 
on a card. 


Pat —f 35, 1920 The Lion Safety er Clutch Co. Pat & 3. 911 


te ited Pat. 























CHICAGO: 


Jack Solomon, jeweler at 1124 Argyle 
Ave., was robbed of money by a young 
bandit recently. 


Fred Hipp, of Hipp-Coburn Co., 
Wrigley building, sailed on March 3 for 
Europe. Mr. Hipp, will visit the va- 
rious countries of Europe, combining 
business with pleasure, returning home 
about April 10. 


Members of the Chicago Jewelers’ As- 
sociation held their monthly luncheon 
meeting on Feb. 19. The principal 
speaker was Col. J. Franklin Bell, chief 
of the applied Science and _ Industry 
Division of the Century of Progress. 


Philip Barnett, of Barnett & Co., 
Michigan Ave., retail jewelers, passed 
away suddenly in the safety deposit 
vault of the Congress Trust & Savings 
Bank. Phil Barnett, was 48 years of 
age, and had been in the retail jewelry 
for himself for about 26 years. 


The partnership of Johnson Bros. & 
Rauschert, Elgin, has been dissolved, 
C. W. Rauschert, withdrawing from the 
concern. The business in the future will 
be known as Johnson Bros., and will be 
conducted by A. E. and C. A. Johnson. 
They will continue at the same address. 


Albert Kanberg, of the Detroit office 
of Scribner & Loehr Co., was in Chicago 
recently on account of the death of his 
mother. Mrs. Kanberg, passed away on 
her 79th birthday. For several years 
Mr. Kanberg was connected with the 
E. H. Pudrith Co. Recently he became 
associated with the Scribner & Loehr Co. 


Harry Kaplan, 31 N. State St. ap- 
peared before Judge Wilkenson, of. the 
Federal Court recently, to answer the 
charge of a $200,000 shortage in his 
bankruptcy. He waived jury trial and 
threw himself to the mercy of the court. 
He was convicted and given one year. 
This sentence later was suspended and 
he was placed on probation for three 
years. 

Samuel Schwart, retail jeweler at $14 
E. 63rd St., was held up recently and 
robbed of about $9,000 worth of jewelry. 
An attractive young woman entered the 
store just before closing time and asked 
to be shown some jewelry. Upon mak- 
ing her purchase she walked to the 
door, and waited until the jeweler un- 
locked the door for her to leave. She 
then remained in the open doorway until 
her confederates walked up to the door 
and rushed in. 

For the second time within a month, 
two bandits held up the Hawthorne 
Jewelry Store, 2147 S. Cicero Ave., 
Cicero, and obtained jewelry valued at 
about $1,000. One of the bandits was 
a member of the robber pair who in 
January obtained several hundred dol- 
lars’ worth of jewelry. The bandits tied 
Frank Vranek’s hands behind his back 
with adhesive tape, thus varying the 
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procedure of a month ago, when they 


tied his feet with tape. 


A gunman was arrested by a recruit 
patrolman completing his first day of 
duty, and three of the outlaw’s comrades 
were arrested by other policemen after 
they had attempted to rob the jewelery 
store of Nathan Kahn, at 2508 W. Divi- 
sion St. recently. Becoming frightened, 
three of the bandits leaped into an auto- 
mobile, while the fourth fled on foot with 








Ask Me Another 


—What is the inventory situation at 
the present time? 

—Generally speaking, inventories are 
the lowest since the war. 

—Won’t replacement buying soon be 
felt? 

—We will begin to feel the effects of 
replacement buying from now on. 

—Will this help business? 

—A five per cent increase in the rate 
of consumption will probably start 
a stampede of replacement and 
transform this buyer’s market into 
a seller's market. 


EVERIT B. TERHUNE, 
President. 








a crowd following. The young officer 
joined the chase and fired several shots. 
Finally the robber surrendered. He 
named his accomplices. They were picked 
up later. 

Funeral services for Jacob Halpern 
were held on Monday, March 9, from the 
Chapel at 3125 West Roosevelt Rd. In- 
terment was at Jewish Waldheim. Mr. 
Halpern, who was 43 years of age, al- 
ways enjoyed the best of health. His 
death was attributed to heart disease. 
Deceased was a watchmaker, and was 
in business for himself with offices in the 
Heyworth building. He is survived by 
his widow, Helen, two daughters, Lillian 
and Shirley, and two sons, Leonard and 
Joseph. He was a member of Bee Hive 
lodge, No. 909, A. F. & A. M. 

Members in the trade were shocked 
to learn of the death of Sanford K. Hus- 
ton, retail jeweler, at 29 E. Madison St. 
Mr. Huston, passed away on Friday, 
Feb. 27, following a major operation. 
Mr. Huston, who was 75 years of age, 
always enjoyed the very best of health. 
He entered into the jewelry field at 
Springfield, Ill., and discontinued that 
business in 1885. For sometime he rep- 
resented eastern manufacturers and about 
25 years ago opened his business in the 
Heyworth building. He is survived by 
his widow, Kate D., and four children. 
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Jewelry News Flashes from the 
Great Central West 


DETROIT 


Burr, Patterson & Co. has recently 
changed its name to Burr, Patterson & 
Auld Co. 

Soloman’s Jewelry Co., 9675 Gratiot 
Ave., has recently incorporated for $15,- 
000. The owners are Julius C. Soloman, 
Freda Soloman and Lillian Schultz. 

Benton’s, Inc., State and Griswold Sts., 
is a new Michigan corporation. The 
capital stock is $60,000 and 300 shares 
of no par value. This concern is en- 
gaged in the sale of jewelry and other 
merchandise. 

Mrs. Rosenthal, wife of Louis H. Ros- 
enthal, vice-president of Friedberg’s, 
Inc., retail jewelers, lost jewelry valued 
at $35,000, when thieves broke into the 
family’s winter home at Miami, Fla., re- 
cently, according to a dispatch from that 
city. 

Engelbert Grimm, watchmaker here, 
in whom Henry Ford once confided his 
plan to make watches at 30 cents apiece 
through quantity production, died here 
on Feb. 16. He was 80 years old Feb. 2. 
He died at his home, 2033 Michigan Ave., 
above his jewelry and watch repair shop. 

After two vears imprisonment, a man 
sentenced as a bandit to Marquette 
prison, has come forward with a story 
that a gigantic jewelry theft ring is op- 
erated among four large cities in the 
middle west. His statements regarding 
a thieving jewelry syndicate operating in 
Detroit, Toledo, Cincinnati and Cleve- 
land, according to the police, solves half 
a dozen large jewelry robberies. Sales- 
men employed by jewelry firms were the 
prey of the syndicate, the prisoner stated. 


CINCINNATI 


A show window of the store of Simon 
Immerman at 1221 Main St., was broken 
and 14 watches valued at $394 taken. 
The theft was committed several hours 
before daybreak on the last Monday in 
February. 

Henry W. von Unruh, president of 
the Greater Cincinnati Retail Jewelers’ 
Association became a 32nd degree Mason 
in the annual re-union of the Scottish 
Rite, Valley of Cincinnati, during the 
third week in February. 

Hans Jacobsen, 62, secretary-treasurer 
of the Hahn-Jacobsen Jeweler Co., whole- 
sale dealers in the Harrison building, 
died at the Deaconess Hospital last 
Wednesday following an illness of two 
weeks. He had been engaged as a jewel- 
er for a great many years. 

Show cases of the jewelry store of Max 
Jacobs at 324 W. Sth St. were broken 
by burglars and jewelry valued at $758 
taken from the place. Marks around the 
safe in the store showed that efforts had 
been made to break into that but the 
thieves evidently were frightened away 
before they could accomplish their task. 
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IF YOU SPECIFY V. T. F. YOU ARE 
ORDERING THE BEST. 


CARRIED BY THE LEADING JOBBERS 
IN MORE COMPLETE STOCKS THAN 
ANY OTHER BRAND. 


V.T. F. ROUND WATCH CRYSTALS, 
THE WORLD’S STANDARD. 


V.T.F. MIFANS FOR WRIST WATCHES, 
OVER 1400 SIZES AND SHAPES. 


MIFAN GAUGE—GRATIS. YOUR 
JOBBER OR THE UNDERSIGNED WILL 
BE GLAD TO SEND YOU ONE. 
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Exclusive Wholesale Distributors 
NEW YORK, U.S.A. 
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HOROLOGICAL QUESTIONNAIRE 














Hew shall we proceed I. the watchmaker 

to harden and temper winding parts? very often required to replace a missing wheel or pinion 

Answer.—The pinions may be placed on a small iron in a movement ? 
wire and coated with soap which will prevent the forma- Answer.—It is an unfortunate fact that the watch- 
tion of scale. Then we may heat them to a full, cherry maker will sometimes lose a wheel and pinion, or a watch 
red and quench in cotton-seed oil. They may be tem- may be brought in for repairs with one or more wheels 
pered by igniting the oil and allowing it to burn off lost. If they happen to be for a standard grade of Ameri- 
completely. A more accurate method will be to place can movement, it is usually a very simple matter to order 
the parts in a box of white sand, cover them and then a stock part that will answer the purpose with a slight 
place a piece of bright steel on the surface, heat the mass amount of fitting. However, we sometimes have an old 
until the color piece assumes a full blue color. The parts model, or one of foreign make, for which it is practically 
that are covered will attain the same temper as the color impossible to obtain suitable material of any kind. In such 
piece. cases, our only recourse is to figure out the correct num- 

The pinions may be cleaned nicely by dry scratch ber of teeth in the wheel and leaves in the pinion and also 
brushing with a fine wire, steel lathe brush, which will the proper dimensions of the missing parts. A first-class 
remove all loose particles and leave a smooth, even gray watchmaker should have the knowledge necessary to do 
surface. such work, which is very simple when the rules are 

Usually such a finish will answer the purpose, but if mastered. 
they are for a high grade movement, and it is desired to 
polish them to match the other steel parts of the watch, A\ssrning that we have 
this may be readily done by lapping smooth with oil stone at hand a watch from which the center wheel and pinion 
powder applied to a bell metal slip, then cleaning care- are missing. How shall we proceed to determine the 
fully and polishing with caimentine applied to a boxwood correct number of teeth for the wheel and number of 
slip. Still finer results may be obtained by using suitable leaves in the pinion? 
laps with the above powders and doing the work with the Answer.—The number of leaves in the center pinions 
pivot polisher. Work that is finished in this manner may are usually determined quite easily, inasmuch as center 
be strictly first class. pinions invariably contain from 12 to 14 leaves. If we 
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PLATINUM 


and 


PLATINUM ALLOYS 
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Works: Newark, N. J. 
































LEES & SANDERS 








Manufacturers would not recommend us to their 


friends if they were not satisfied themselves 





SWEEP SMELTERS. 


BIRMINGHAMVMI, ENG. 




















measure across two teeth in the mainspring barrel and also 
measure the center distance between the barrel arbor and 
the center staff, we may easily determine the number of 
leaves for the center pinion. We may measure the center 
distance quite accurately by making a smooth plug to fit 
in the barrel arbor hole and also the center hole. ‘Then 
we may measure across these plugs, subtract half the 
diameter of each plug and the result will be the center 
distance between the barrel and the center staff. By 
making close fitting plugs and allowing them to protrude 
sufficiently to engage the micrometer calipers, very ac- 
curate measurements may be taken. There are many 
formule involving mathematics and geometry which are 
applied in determining the proper functions of gears and 
pinions. Later on, these may be fully described, but for 
the purposes of this article we shall make the lost wheel 
and pinion problems as nearly as possible a matter of 
simple arithmetic that should easily be mastered by the 
average workman. It is a decided advantage for the 
ambitious watchmaker to be able to help himself in such 
cases, instead of depending on the “other fellow.” 

Assuming that we wish to find the number of teeth for 
the missing center wheel: we shall multiply the number 
of leaves in the third pinion by the number of leaves in 
the fourth pinion, then multiply this product by 60. The 
resulting product should be divided by the number of 
teeth in the third wheel, which will give us the number 
of teeth which are required for the missing center wheel. 
We may readily understand this problem if we put it 
down as a simple formula, as follows: 


' ‘Third Fourth Third Center 
Pinion Pinion Wheel Wheel 
100 x 10x60 + 75 = 80 


If we work out this formula as given, the quotient ob- 
tained will be 80, which will be the number of teeth 
required in the center wheel. 


How shall we proceed 
to determine the correct number of teeth for the miss- 
ing third wheel ? 

Answer.—Assuming that we wish to find the number 
of teeth for the third wheel which is missing, we shall 
multiply the number of leaves in the fourth pinion by 60, 
then multiply this product by 7, 8, 9 or 10, and divide the 
resultant product by the number of teeth in the center 
wheel. The quotient will be the number of teeth which 
are required in the third wheel. 

The smaller factor (7, 8, 9 or 10) which we have used 
in our formula will represent the number of leaves which 
the third pinion should have, providing that we obtain 
a full number for the quotient and also providing that 
the number of leaves so obtained represents a pinion of 
suitable fineness for the watch train. 

We may readily understand this formula if we put it 
down in the same manner as we did the formula for the 
center wheel, as follows: 


Fourth Third Center ‘Third 
Pinion Pinion Wheel Wheel 
10 « 60x/7,8,9or10 ~—- 80-=— 75 


If we use 7 as the factor for our third pinion we will 
obtain a product of 4,200 which will give us, when 
divided -by the center wheel of 80 teeth, a quotient of 
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LEIMAN BROS. 


PATENTED 


POLISHING 
DUST COLLECTOR 


Jewelers, Dentists, Metal-Workers and Artisans 
need no longer jeopardizé their health by inhaling 
dangerous polishing dust. 

A clean shop is not only possible but is dn actual 
fact in, thousands of Leiman Bros. cquippes: 
all over the country. 

In these shops the dirt and dust whi ‘formerly 
flew into thé face of the operator are 
away by the powerful suction of the Leiman I 
Polishing Dust Collector. a 

Valuable metal dust is also saved by this, po; 
dust collector and may be easily reclaimed. 
this item alone pays for a Leiman Bros. Pol 
Dust Collector. 

These machines are strongly constructed ind cay 
ble of a lifetime of service. They combine both 
wet and dry system of dust collecting. 

They operate noiselessly and are sole a cot 
for office buildings, stores, offices, homes—or 
ever a noisy machine would not be tolerated. 

Write today for complete information and price. 


LEIMAN BROS. Ince. 
151 Christie St., Newark, N, J. 


New York Corporation: 23 Walker Street 
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Ask Your 
DENTIST 


Dentists in every state in the union 
use our Dental Golds and send their 
precious metal scrap to us for refin- 
ing. We are indeed proud of the 
confidence placed in us by the dental 
profession and those jewelers who 
have entrusted their scrap to Spyco. 


Gather up your old jewelery, filings, 
and sweepings today and send them 
in. Our check, representing full val- 
ue, will be mailed to you promptly. 


Send your old gold to 


SPYCO 


SMELTING & REFINING CO. 
55 SO. THIRD ST., MINNEAPOLIS, MINN. 





Special’ Golds 
Gold Solders 


Standard yellow, green, pink, white 
and many special golds and gold 
solders are always carried in stock 
for immediate shipment. 











Hoover gold solders are symbolic of 
permanence .. . joints may be ham- 
mered or stretched with perfect 
safety, yet these solders flow freely 
and are easy to work..: 


Let Hoover refine your next lot A 

of precious metal scrap. The 44 
check will please you. Or | 
take Hoover Golds in pay- y d 
ment. 





mieten clare” Coan Tater 
119 West Tupper St., BUFFALO, N. Y. 


GOLDEN RULE REFINERS AND MANUFACTURERS SINCE 1912 








Precious Metal 
TO Scraps GOD 


The S. S. White Dental Mfg. 
Co. has always stood for 
the utmost fairness in the 
purchase of precious 
metal scrap. ~~ 
Send us your next lot 
of scrap or sweeps 
for assay and 
be assured of a 
just return 


Sy 


The S. S. WHITE DENTAL MFG. CO. 


Industrial Division 
152 West 42d St. New York,NY. 


Established in 1844 Member of J. B. of T. 
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52.5 which is quite obviously unsuitable for our third 
pinion. If we use 8 as the factor, we will obtain a product 
of 4,800 which will give us, when divided by the center 
wheel of 80 teeth, a quotient of 60, which we will con- 
sider later on. Likewise, if we use 9 as the factor, we 
will obtain a product of 5,400, which will give us a quo- 
tient of 67.5; another impossible figure. Lastly, if we 
use 10 as the factor, we will obtain a product of 6,000 
which will give us, when divided by the center wheel of 
80 teeth, a quotient of 75. 

Now, it will be observed from the above problems that 
we have obtained two quotients which may represent the 
number of teeth required for the missing third wheel. It 
will be principally a matter of good judgment to deter- 
mine which number is the most suitable for our purpose. 
If the train happened to be of coarse teeth and leaves, 
we may readily judge which of the numbers obtained will 
answer our purposes. With 8 as a factor, we obtained in 
the above problems 60 teeth for the third wheel, while 
with 10 as our trial factor we obtained 75 teeth as the 
possible number of teeth for the missing third wheel. 

It will readily be observed that with the results of the 
above problems at hand, it is simply a matter of good 
judgment in selecting a wheel and pinion for a coarse or 
fine train, as the case may be. Any watchmaker of aver- 
age experience should be quite capable of selecting the 
proper number for each member. 





Model for Timekeeping Lever Escapement 


Illustrated herewith is a timekeeping lever escapement 
model made by Stephen L. Rumreich, Pisek, N. D., while 
a student in the Horological Department at Bradley 
Polytechnic Institute. 

All students who produce work of merit of this kind 
are required, first, to make a design, then to figure pro- 














portions of wheels to pinions, etc., and their primitive 
and total diameters. They then design their own escape- 
ments, make the cutters for escape wheels, make the forks, 
grind their own pallet stones, make the compensated 
balance throughout, draw the hairspring wire and form 
their own hairsprings, and do all work required, with the 
exception of the hole jewels and the mainspring. 
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Johnson, 


Matthey & Co. 


INCORPORATED 
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WEDDING 
RINGS 
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BLANKS 


Plain, Channeled, Azured 
and Engraved 


in 


“Guaranteed” Platinum > 
and Iridium Platinum 


Please ask to see our selection 


15 West 47th Street 
New York City 


Telephone BRyant 9-4645 
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Gone Are the Days 

















of the old time “bally- 
hoo” auctioneer. In 
his place has arisen a 
new kin d—cultured, 
refined, educated,—one 
who is a connoisseur 
of precious stones and 
jewelry—one who is 
able to convey to his 
audience, in an intel- 
ligent and forceful 
manner, that which he 
knows. Such a ser- 
vice insures your repu- 


tation and future busi- 
ness. 


The Jewelers’ Auctioneer 


All Sales Personally Conducted, No Substitutes. 
Write or Wire in Strictest Confidence for Further 


Information and Reference 


M. C. GOLDENBERG 


2710 VALENTINE AVE. NEW YORK, N. Y. 
TEL. KELLOG 5-1398 
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4 Generations 
of Honest Trading 


Send in your Old Gold, Silver, 
Platinum, Filled Cases and 
Optical Frames. 


By Return Mail you will get 
our check. 


Highest market price guaran- 
teed whether your lot is small 
or large. 


If not entirely satisfied with 
our offer your shipment will be 
returned. 





i| Refiner of Precious Metals 
78 Bowery, New York, N. Y. 














> REPAIRING < 


MESH BAGS, LEATHER BAGS 
BEAD BAGS, FANCY BAGS 


HINGES, TASSELS, MIRRORS, FRAMES, LININGS, 
SNAPS, ETC. 


> PLATING < 


GOLD—SILVER—PLATINUM 
CHROMIUM 
Baby Shoes Metalized 


Operating one of the largest shops in the middle west. 
Specializing in repairing and plating of jewelry, silver- 
ware, bags and art metalware enables us to guarantee 
the immediate and perfect execution of your work. A 
quarter century of successful experience aided by the 
latest complete mechanical equipment assures low cost, 
dependable service and Hare entire satisfaction with 
each job. 


> SILVERWARE < 


REPAIRED, POLISHED, PLATED, LACQUERED 


SWARTZ & CO. 











THE SILVERSMITHS BLDG. 
} 10 S. WABASH AVE., CHICAGO 
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Buy American Made | 


me «CACC OIL 


Nye prepares a special oil for 
wrist watches 








ORDER from your JOBBER 






William F. Nye, Inc. 
New Bedford Mass. 















Established 1845 


10K Solder for 14K Gold 6K Solder for 10K Gold 


JAMES H. DEDERICK’S SONS, Inc. 


Gold and Silver Sheet and Wire 


“Also Silver Solder 
44 GOLD STREET 


7. Hele. ewe! 


Uses city gas and oxyern. It solders 
id, white gold, silver, platinum. Ten 
times quicker, ten times ter. 


Ask for oe folder O. 


mal R . | 2? Albans Street 
O iE nc. New Youle 
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WORKSHOP WOES € QUWIEIRIIES 


?¢ Spot plating. 

My line is jewelry engraving and would like to be 
enlightened on the following subject: 

We have a large order, a placque for a club. On the 
top there is a large antique bronze plate with the club 
name in raised pierced letters. Following this, there are 
several plates to contain the winners’ names. ‘These 
plates are brass, but they will also be bronze antique 
finish. Then the names will be engraved, thereby show- 
ing the brass cutting. 

The idea seems to prevail that the brass effect looks 
cheap in contrast to the bronze plate with the sterling 
pierced letters. Is there a process whereby these letters 
could be silvered to match top plate without injury to the 
bronze finish? 

Any information you will be able to give me on this 
subject will be greatly appreciated—E. A. 

Answer.—You do not state how large the placque is 
but we assume it is rather a large affair. If you happen 
to have a plating solution large enough to get the com- 
plete piece in, you could paint the entire placque with 
asphaltum varnish with the exception of the letters that 
you wish to silver. This asphaltum is the ordinary black 
asphalt varnish of commerce and should be obtained in 
any paint store. It should be thinned to such a con- 
sistency that it can be applied with a small paint brush. 
Now, if this placque, as mentioned before, can be placed 
in your plating solution, it would be necessary to paint 
the entire placque with the asphalt varnish. However, 
if this is a large piece and you do not wish to handle in 
this manner, then you can silver your letters by what is 
known as the “spot method.” In this case you would 
make a rim of paraffine to surround the letters. This 
rim should be about an inch high and the placque should 
be warmed sufficiently to melt the paraffine so it will 
make a water tight cup. After you have done this then 
paint around your letters with asphalt varnish, then con- 
nect your cathode wire from your generator to the 
placque, attach a small piece of pure silver to the annode 
wire, start up your generator and«after you have filled 
the paraffine cup with silver plating solution, then you 
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can hold the annode in this amount of solution and 
readily deposit silver on the engraved letters. "When 
you feel there is enough silver to make a good color then 
pour out the old solution, rinse off the remaining asphalt 
and paraffine with benzine or turpentine. All that will 
be necessary now will be to finish the silver letters with 
a small bristle hand brush and moist soda. As far as 
we can determine without seeing your placque you should 
be able to get good results with either method. 


YF Retasihing watch plates. 
Will you please tell us how and give us a formula for a 
solution to refinish watch plates? What we wish is a 
silver nickel finish or one like the watch companies use 
now, both Swiss and American. A. W. R. Co. 
Answer.—Watch plates are finished with various white 
metals. The best and finest color is very likely palladium 
finish, however, this palladium solution is rather difficult 
to make and keep in good condition for anodic solution 
does not occur in a palladium solution of this type and of 
course this solution must be fed with a fresh palladium 
salts at times. To get the best results in palladium solu- 
tion it should be under the supervision of a competent 
chemist. While the above solution is probably the best, 
good results may also be obtained with regular nickel 
solution. If such a nickel solution is easily prepared and 
kept in condition for your purposes, this solution should 
consist of water, one gallon, double sulphate of nickel 
and ammonium and four dwts. of boracic acid. A roll 
of nickel ‘anode may be used with this solution. Your 
watch plates must be chemically cleaned and emersed in 
a solution for two or three minutes. This will give a 
light plate that is ample for such work. A boracic acid 
is simply added to facilitate bright plating. Work that 
is allowed to stay in a nickel solution for one half hour 
or more will turn slightly dark and, of course, for re- 
finishing them by experimenting you will be able to 
determine how long such work may be left in this solu- 
tion and still produce a bright finish. Properly applied, 
you will have little or no finishing to do after plating. 
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Special Notices. 
Payable invariably in advance. 
Rates under all headings except 

“Situations wanted” $1.50 for first 25 

words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
a: 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 10th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all answers 
will be directed care The Jewelers’ 
Circular. 

In answering ads, do not enclose origi- 
nal letters of recommendations, send 
duplicates. 

To avoid unnecessary correspondence 
mention your location-in the advertise- 
ment. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 





Situations Wanted. 
Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 





DESIGNER on sterling silver, hollow and 
flatware; highest references. Address 
“W., 5600,” care Jewelers’ Circular. 


FINE WATCHMAKER, careful work- 
man, accurate, neat.. Address “D., 


5571,”" care Jewelers’ Circular. 


{[F YOU ARE IN NEED of a watchmaker, 

leweler or optician, write to Henry 

ulson & Co., 37 So. Wabash Ave., 
Chicago, Ill. 


STENOGRAPHERS, BOOKKEEPERS, 

typists, clerks furnished, no charge. 

lton Agency, 93 Nassau St., Cort 
7392, New York. 


YOUNG MAN, just out watchmaki: 
school, hard worker, desires steady posi- 
tion ; will start for $15 per week. Ad- 
dress , 4951,” care Jewelers’ Circular. 














ENGRAVER with ten years’ experience 
in retail jewelry store, wants perma- 
nent position ; best references. Address 
“B., 5467,” care Jewelers’ Circular. 





BOOKKEEPER, TYPIST, full charge, 
many years’ experience watch import- 
ers; full or part time. Address “K., 
5583,” care Jewelers’ Circular, 


WATCHMAKER, A-1 mechanic, 22 years’ 
experience, desires permanent position, 
New York or vicinity. Address ‘“H., 
5580,” care Jewelers’ Circular, 


A-1 WATCHMAKER, jeweler and en- 
graver; had 16 years’ experience at the 
bench; good reference. Address “S., 
5532,” care Jewelers’ Circular. 


CLOCK AND JEWELRY REPAIRER, 
can wait on trade, trim windows, assist 
on watches, etc. Address G, W. . Marvin, 
51 So. Main St., St. Albans, VO 


SALESMAN, retail, Christian, 31 years 
of age,-14 years’ experience catering to 
the better class of trade. Address “E., 
5552,” care Jewelers’ Circular. 


YOUNG MAN desires position in retail 
or credit jewelry store; six years’ ex- 
perience ; highest references. Address 

“B., 5508,” care Jewelers’ Circular. 




















A-1 WATCHMAKER, 15 years’ experi- 
ence on all grades of watches ; own tools ; 
references. Pp. O. Box 121, Madison 

Square Station, New York. 


EXPERIENCED watch repairer and 
salesman, desires permanent position 
only; best of reference as to stability 
and character. Wire or write. V. Vick, 
Columbus, Ga. 


HIGH GRADE WATCHMAKER, | fine 
work on Swiss or American watches; 
good salesman; percentage basis or 
eer Hyatt, 200° W. 112th St., New 

ork. 


YOUNG MAN, 24, desires position with 
reputable manufacturing or retail jewel- 
ry concern; five years’ experience; 
best references. Address ‘“‘B., 5373,’’ 
care Jewelers’ Circular. 


WATCHMAKER AND JEWELER, age 29, 
10 years’ experience; own tools; A- 1 
references; New York or vicinity. J. 
Pitlock, 501 Brightwater Court, Coney 
Island, N. Y. 


YOUNG MAN, 24, with retail experience, 
some credit, desires steady position with 
wholesale or retail concern; can fur- 
nish best of reference. Address “F., 
5392,” care Jewelers’ Circular. 


JEWELER, ENGRAVER and stone setter, 
20 years’ experience; conscientious; 
first-class references from present em- 
ployer. Address Henry Miller, care 
Geo. D. McCleery, Frederick, Maryland. 


YOUNG MAN, 21 years old, wishes posi- 
tion as watchmaker; elementary train- 
ing at Bradley, advanced training at 
Chicago School of Watchmaking. Ad- 
dress “G., 5393,’ care Jewelers’ Circular. 


WATCHMAKER, ENGRAVER, experi- 
enced as estimator, sales; A-1 refer- 
ence as to character, sobriety; age 35; 
wish A-1 connection; salary $50. Ad- 
dress “W., 5421,” care Jewelers’ Circular. 





























SALESLADY, thoroughly experienced in 
jewelry business, also at watch and 
jewelry repair desk. Address “P., 5236,"’ 
care Jewelers’ Circular. 





WATCHMAKER, 32, capable close tim- 
ing, wants permanent situation; good 
estimator. Address “E., 5269,’ care 
Jewelers’ Circular. 


FIRST CLASS jeweler, stone setter and 
engraver; lon experience and_ best 
references. Address “P. C., 5406,” care 
Jewelers’ Circular. 


BOOKKEEPER, TYPIST; take complete 
charge of full set of books; six years’ 
experience. Address ‘“Z., 5429,” care 
Jewelers’ Circular. ; 


YOUNG MAN, South Carolinian, high 
school graduate, age 21, 3% years at 
bench Swe? good watchmaker. Ad- 
dress “A., 5466,” care Jewelers’ Circular. 


YOUNG MAN, thoroughly experienced re- 
tail pawn-broking ; experienced ap- 
praiser ; finest references. Address ‘ 

5461,” care Jewelers’ Circular. 














STENOGRAPHER also Monitor switch- 
board operator, young lady, past 8% 
ag with late Henry Bodenheimer. 

yra M. Milch, 565 West 162nd St., 
New York. Billings 2997. 





HIGH GRADE diamond setter, watch- 
maker and jeweler, desires position in 
town or out of town; I also do some 
designing, carving and chasing. Sam 
Stern, 1144 Mozart St., Chicago, Ill. 


WATCHMAKER, A-1 mechanic, 20 
years’ experience, desires steady posi- 
tion; married; own tools; good refer- 
ences. W. Chertcow, 332 E. 14th St, 
New York. 


WISH TO CORRESPOND with a jeweler 
who needs a fine watchmaker; 35 years’ 
experience; references given ; ; South 
preferred. Address “C., 5470,” care 
Jewelers’ Circular. 

















WATCHMAKER, German, experienced on 
all makes of watches and clocks; A-1 
man; first class references; salary no 
object. Address “H., 5453,” care Jewel- 

ers’ Circular. 





CAN YOU USE a thoroughly cupertenesd 
credit jewelry man? Excellent eredit 
and collection manager ; start at once. 
Address “H., 5459,’’ care Jewelers’ 
Circular. 


WATCHMAKER, SALESMAN, good win- 
dow trimmer, plain engraver and minor 
jewelry repairer, desires position with 
high-grade concern. “Watchmaker,” 133 
E. Grand Ave., New Haven, Conn. 


CERTIFIED WATCHMAKER, acquainted 
with railroad work; good reference; 
own tools; Central States preferred ; 
salary $25; age 21. Edgar Streetmyer, 
Hartsburg, IIl. 


WATCHMAKER, no school product, mid- 
dle aged, talented; convincing refer- 
ences; no hurry; am seeking perma- 
nent work. John Gillespie, 1508 S. Mint 
St., Charlotte, N. C 


WATCHMAKER, assistant, willing 
worker; best references; full set of 
tools; will consider any reasonable sal- 
ary to start. Address “J., 5473,” care 
Jewelers’ Circular, 


SALESMAN, young man, _ experienced, 
with a large New York following in re- 
tail and wholesale catalog pusines i 
best of references. Address “G., 548 
care Jewelers’ Circular. 


WATCHMAKER, 26 years’ experience, 42 
years old, capable of doing first class 
repair work, estimating, desires position 
in New York City or vicinity. Address 
“Q., 5491,” care Jewelers’ Circular. 























WATCH AND CLOCK REPAIRER, com- 
petent, experienced man; good refer- 
ences; desires front bench position. 
Jesse H. Wadhams, 28 Hinchman Ave., 
Dover, N. J 





SKILLED JEWELER wants position on 
new or repair work, anywhere; ean 
assist on clocks and watches; A-1 ref- 
erences; small wages. Address “C., 
5613,’’ care Jewelers’ Circular. 





YOUNG LADY, bookkeeper and stenog- 
rapher ; full charge; nine years’ experi- 
ence with diamond importing firms; 
best references. Address “N., 5586,” 
care Jewelers’ Circular, 





SALESMAN, A-1 ability, 74% years’ thor- 
ough experience as manager, credit 
manager and window trimmer; excel- 
lent references. Dewitt Plecker, 1021 
Cumberland Ave., Dayton, Ohio. 





YOUNG MAN, eight years’ experience in 
office and factory, desires to connect 
with a reputable wholesale or manu- 
facturing firm. Address “M., 5590,” 
care Jewelers’ Circular. 





YOUNG LADY, BOOKKEEPER, experi- 
enced double entry, controls and trial 
balance; complete charge; best refer- 
ences as to character and ability. Ad- 
dress “X., 5601,” care Jewelers’ Circular. 





YOUNG LADY, 11 years’ experience in 
jewelry line, capable of taking care of 
stock and order department; can fur- 
nish excellent references. Address “C., 
5607,” care Jewelers’ Circular. 





SALESMAN, experienced selling watches, 
clocks and jewelry, desires connection 
with wholesale house; best references 
furnished; owns car. Address 
5585,”’ care Jewelers’ Circular. 





WATCHMAKER, ENGRAVER, compe- 
tent all makes, take full char e repair 
desk; fair salesman; desires change at 
once: American. Address “Q., 5526,’ 
care Jewelers’ Circular. 





SALESMAN, 15 years’ experience in clock 
line ; following in New England, New 
York City and New York State’; best 
reference. Address “O., 5523,” care 
Jewelers’ Circular. 





BOOKKEEPER-TYPIST, young lady, 13 
years’ experience one house; capable of 
complete charge in manufacturing 
jewelry concern. Address “Z., 
care Jewelers’ Circular, 


WATCHMAKER, also clock repair man, 
desires permanent osition; 25 years’ 
experience; New gland preferred. 
Spores S. S. Alley, 25 Chase St., Lynn,. 

ass. 
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